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NALU Chief Comments On Ex-Building 


ommittee’s Blast, Reviews Situation 


WASHINGTON, D.C.—Albert C. 
dams, president of National Assn. of 
Life Underwriters, has issued the fel- 
lowing statement on problems in- 
volved in NALU’s plans for a new 
ineadquarters building and the recent 
resignation of the NALU building 
committee: 

I have read with great interest the 
article in the Aug. 23 NATIONAL UNDER- 
wriTeR; dealing with criticisms ex- 
pressed by John D. Marsh and Herbert 
‘A. Hedges of the recent actions taken 
by the NALU board of trustees and 
executive committee in connection 
with the association’s building project. 
I do not think any useful purpose 
will be served by my attempting to 
make a point-by-point reply to the 
statements attributed to Messrs. Marsh 
and Hedges. However, I do want to 
take this opportunity to review briefly 
some of the more important events 
relating to the various decisions made 


by the board and the executive com- 
mittee, and particularly, those which 
(1) resulted in the 
resignation of the 
former building 
committee, of 
which Messrs. 
Marsh and Hedges 
were members, 
and (2) called for 
the abandonment 
of the proposed 
site on C street, 
between 22nd and 
23rd_ streets, and 
the sale of our 
presently owned 
corner lot to the United States govern- 
ment. I also want to outline the role 
that I, as president of th association, 
played in these events. I shall take up 
the latter subject first. 

In the final analysis, no single fac- 
tor led me to believe that the board 





Albert C. Adams 


should take a brand-new look at our 
decision to build on the site that we 
were supposed to receive from the 
government. Rather, it was the cum- 
ulative effect of several factors the 
full implications of which had, in my 
opinion, become apparent only with 
the passage of time. 

In the first place, the building com- 
mittee had assured the board in 
Detroit last September that the pro- 
posed exchange of land would be 
consummated in very short order. 
Approximately nine months later the 
exchange was still not an accomplished 
fact. Moreover, in my opinion, there 
was good reason to believe that even 
if we were eventually to get the 
property, we might very likely run 
into further serious delays in the 
construction of the building itself. This 
was because the General Services 
Administration, which did not want 


(CONTINUED ON PAGE 2, COLUMN 2) 








The statement by President John A. 
Lloyd of Union Central to the Joint 
Committee-on Federal Taxation of Life 
Insurance Companies, summarized last 
week, is presented in more detail be- 
low. For the sake of continuity, two 
or three paragraphs quoted last week 
are repeated. 
Highlights from Mr. Lloyd’s state- 
nt: 
The total income proposal means tax 
eduction to some companies; and it 
eans tax increases—some uncon- 
scionable—to others; but it raises basic 
uestions of survival for yet a third 
Troup. 
Prior to 1921, life insurance was 
xed on the total income basis. That 
aw failed. The “deducts” got it. They 
ill get it again. No tax law can be 
ound or successful if the biggest tax- 
ayers have such a wide degree of dis- 
Tetion in fixing liabilities and distrib- 
ting refunds that such taxpayers can, 
ithin very broad limits, choose the 
ax which they are willing to pay. 
nder the old law, the companies con- 
ived to pay very little in the way of 
axes. I cannot believe that opera- 
lons under a total income law will 
ring forth any different results today. 
f a “total receipts” bill should be 
assed and become a law, I predict 
hat there will ensue a running fight 
or many years with both the Treas- 
and Congress to plug the loop- 
holes through which our taxes will 
sappear. In that event we really 
Uearn the reputation of tax dodgers. 
know that there are those who 
7 that this result will not obtain 
cause of a “floor” which they want 
Fee in the bill, and which will force 
Companies to pay some taxes re- 
“Berdiess of the results of their opera- 
Hons. I always opposed this scheme 
d for this reason: Under an income 

































further Highlights Of John Lloyd 
Statement On Company Taxation 


tax law, a company which makes mon- 
ey should pay taxes; one which does 
not make money should not pay taxes. 
To put a “floor” in a tax bill so that 
every company pays some tax, wheth- 
er or not its operations develop true 
taxable net income, is to perpetrate 
by legislation an indefensible mon- 
strosity. Either the total income meth- 
od is right and should be adopted; or 
it is wrong and should be abandoned. 
There ig no reasonable basis for ad- 
vocating a “floor.” The very advocacy 
of such a device is an admission that 
all which we who oppose the total in- 
come method have said about its weak- 
nesses is true. 

Agreement On Principle 

On principle, we all agree that par- 
ticipating premiums are not income 
to a mutual life insurance company; at 
least up to now we always have. They 
are contributions of capital by mem- 
bers of a joint enterprise. I cannot 
support legislation which imposes an 
income tax on capital. That way lies 
certain disaster. 

What is the philosophy behind this 
movement for change? As nearly as I 
can distill the rationale from the ma- 
terial which has been and is being 
presented, the basic argument is that 
mutual life insurance companies are 
non-profit corporations; therefore they 
should pay no income taxes. I do not 
agree that a mutual company is a non- 
profit corporation, but leaving this for 
future debate, let me say that the 
contention that mutual companies 
should pay no taxes or that such com- 
panies should pay less in the aggre- 
gate is unrealistic. I do not believe 
that Congress of the United States will 
relieve the gigantic resources of the 
mutual life insurance companies from 


heavy income taxation and I do not 
(CONTINUED ON PAGE 15) 


Boston Again Leads 
In Ordinary Gains 


For the fifth month in a row, Boston 
led other large cities with a rate of 
increase in ordinary sales of 29% 
for July and 26% for the first six 
months. Percentage gains for the sev- 
en other largest U.S. cities for ordin- 
ary sales in June and the first six 
months, respectively, were Chicago 
6 and —2, Cleveland 0 and —2, De- 
troit —5 and —8, Los Angeles 12 and 
2, New York City 13 and 12, Phil- 
adelphia 1 and —3, and St. Louis 
5 and 1. 

H. Smith Hagan, senior vice-presi- 
dent of Pacific National Life, has been 
named a director. 


State Mutual Life 
Forms Affiliation 
With Fire Insurer 


Not Merger Or Acquisition, 
Will Provide One-Stop 
Service For Agents Of Both 


WORCESTER, MASS.—What was 
said to be the first corporate affilia- 
tion between a 
mutual life com- 
pany and a mu- 
tual fire insurer 
took place here 
when directors of 
State Mutual Life 
and Worcester 
Mutual Fire 
agreed on an “af- 
filiation” of the 
two companies. 

A joint = state- 
ment by President 
H. Ladd Plumley 
of State Mutual and Minott M. Rowe 
of Worcester Mutual said the affilia- 
tion was not a merger or acquisition 
but would take the form of shared 
management of unified “one-stop” 
selling. 

Benefits of the move were said to 
be, for Worcester Mutual Fire, the 
sales advantage of State Mutual’s na- 
tionwide agency network and, for 
State Mutual, a fire-casualty outlet 
for its 90-office sales force. Both com- 
panies will be able to offer “one-stop” 
insurance service, that is, one agent 
taking care of the client’s full insur- 
ance needs. Worcester Mutual now is 
licensed in 24 states, the District of 
Columbia and Puerto Rico. 

The affiliation included the election 
of Mr. Plumley and Irving T. F. Ring, 
senior vice-president and_ general 

(CONTINUED ON PAGE 19) 





H. Ladd Plumley 
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“WE DON'T KNOW WHEN HE'LL BE BACK. HE'S BEEN, 


AWAY AT COMMITTEE. MEETINGS SINCE THE FIRST OF THE YEAR. 
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Need All-Out Educational Drive To Keep 
Future OASI Boosts From Ruinous Levels 


By ROBERT B. MITCHELL 


Does the life insurance business in 
general, and the field force in particu- 
lar, have enough comprehension of the 
significance of this year’s social secur- 
ity bill to organize for an all-out cam- 
paign that will put a halt to this sort 
of biennial vote-buying the next time 
around? 

That is the question that is worrying 
many of the closest students of social 
security legislation. They have been 
sickened as they watched members of 
Congress forget principle and knuckle 
under to the demands of organized 
labor and other pressure groups bent 
on perverting social security from its 
basic purpose to provide pie in the sky 
for everybody, regardless of the load 
on future generations. 

This should have been the year 
when the additional cost of providing 
ever-increasing social security benefits 
served as a fairly effective brake on 
ambitious expansion of benefits. But 


apparently the pressure is too strong. 
Members of Congress up for reelec- 
tion seemed to figure they could 
either vote for the increases or look 
forward to retiring to private life after 
the fall elections. 

What seems to be needed is the 
most ambitious, comprehensive edu- 
cational campaign ever undertaken by 
business men anywhere, if the people 
are ever to understand enough about 
social security to appreciate where it 
is heading. 

It will not be enough for life insur- 
ance men to do a grass-roots job of 
educating their Senators and Repre- 
sentatives. An agent could do a super- 
selling job on his Congressman. If the 
legislator were candid he would prob- 
ably answer, “You’re right, Bill, and 
I know you’re right. But as long as the 
voters think that social security means 
something for nothing, I’d better vote 
to give it to them or this is going to 
be my last term in Congress.” 

The problem, therefore, is not just 


to convince the solons of the dangers 
of runaway social security. The public 
has to be convinced. More than that, 
the educational process has to be so 
thorough that the rank and file of 
workers, particularly those in unions, 
will understand that there is no such 
thing as something for nothing and, 
in fact, that there can be no “bargains” 
in social security any more than in 
real insurance. The worker who re- 
joices at social security benefit in- 
creases has to be made to understand 
that these will eventually have to be 
paid for—if not by his own generation, 
then by his children’s. A social secur- 
ity grab that is paid for by a back- 
breaking levy on one’s children is 
hardly worth the contempt that it will 
earn from tomorrow’s citizens. 
Obviously, the field forces of life 
insurance are the only means of doing 
the job that needs to be done. Nothing 
else has the numbers, the influence, 
or the interest. Unfortunately, just 
(CONTINUED ON PAGE 12) 





James F.. Ramey 
To Retire From 
Washington Nail. 


James F. Ramey, chairman of the 
finance committee and a director of 
Washington Na- 
tional, will retire, 
Jan. 1, after 35 
years with the 
company. 

Mr. Ramey has 
been in the insur- 
ance business 58 
years, leaving his 
post as insurance 
commissioner of 
Kentucky in 1923 
to join Fidelity 
Life & Accident of 
Louisville, a fore- 
runner of Washington National. Three 
years later he became vice-president 
and secretary of the then Washington 
Fidelity National, and in 1938 he was 
advanced to executive vice-president 
and secretary of the present company. 
He relinquished these duties in 1951 
but continued with the company as 
chairman of the finance committee. 
Mr. Ramey has been a director since 
1926 and will continue in that capacity. 





James F. Ramey 


Set Fla. Hearings On 


Insurance Law Changes 


Proposed revisions of Florida’s in- 
surance law will be considered at 
public hearings throughout the state. 
Commissioner Larson stated that the 
first draft of the revisions has been 
reviewed by a legislative steering 
committee. Sections of the original 
draft, not already reviewed, will be 
studied at the opening hearings at 
Tallahassee, Sept. 2-6. 

At a second series of hearings there, 
Nov. 5-8, the proposed final draft with 
suggestions from various industry 
groups will be presented. Six public 
hearings will follow: Nov. 10 at Pen- 
sacola; Nov. 12 at Jacksonville; Nov. 
14 at Orlando; Nov. 17 at Tampa; 
Nov. 18-20 at Miami; Nov. 21 at West 
Palm Beach; and Nov. 24-26 at Tal- 
lahassee. 


Adams Comments On Committee's Blast 


(CONTINUED FROM PAGE 1) 


us to build on the proposed site in any 
event, insisted on the right to approve 
our building plans. 

Next, even assuming that we suc- 
cessfully cleared these initial obstacles 
and we were able to build, I began to 
have growing doubts as to how long 
the government would let us keep the 
building. My doubts in this respect 
were certainly not allayed by dis- 
turbing rumors to the effect that the 
State Department had discovered that 
it might need more room than was 
to be provided in its own new building 
right across the street. 

Finally, I began to grow more 
apprehensive of our ability to finance 
the upkeep of the type of building 
planned for the new site, as well as 
the site itself, unless we were willing 
either to cut back the services render- 
ed to our membership or to increase 
our dues. To me the first alternative 
was unthinkable, for in my view, we 
should, if anything, give more services, 
not less. As for the second alternative, 
while it may be that we shall have to 
ask for a dues increase eventually, I 
do not think that such action would 
be justified principally to enable us to 
live in a building that we could not 
otherwise reasonably afford. 

Despite my own misgivings, the 
board of trustees, after hearing me 
out and also giving the building com- 
mittee full opportunity to reply, voted 
on July 1, 1958, to direct the building 
committee to consummate the pro- 
posed exchange of land with the 
government. At the same time, how- 
ever, the board also voted to reduce 
the previously authorized building 
appropriation from $1 million to $750,- 
000. In this same set of resolutions, 
the board further (1) expanded the 
building committee to include the 
president and the managing director 
and (2) directed the building commit- 
tee not to make any contracts or com- 
mitments unless the same _ were 
endorsed by the managing director and 
approved by the executive committee. 

After the old building committee 


resigned—of which I shall have more 
to say presently—I appointed a new 
building committee, with the approval 
of the executive committee. The new 
committee immediately started explor- 
ing the possibility of carrying out the 
board’s directive to consummate the 
proposed exchange of property but 
soon became convinced that it would 
be impossible or at least impractical 
to do this. This was so because, as 
pointed out above, the board had 
reduced the construction authorization 
to $750,000; and our architect had 
advised the committee that it would 
be impossible to build a_ suitable 
building on the proposed site for any- 
where near such a figure. Thus, the 
new building committee was faced 
with a hard choice: Going through 
with the exchange of property without 
any assurance that the board would 
be willing to vote the necessary 
increase of more than $200,000 in the 
building appropriation; or abandoning 





Chicago Insurance Groups 
Found CLU Scholarship 
As R. D. Hinkle Memorial 


Chicago Life Insurance & Trust 
Council, jointly with Chicago CLU 
chapter, has created the Roland D. 
Hinkle Memorial fund to establish an 
annual scholarship at the CLU In- 
stitute. The scholarship is available 
to college and university faculty mem- 
bers teaching in any of the fields 
covered by the institute curriculum. 

Mr. Hinkle, prominent in life insur- 
ance circles and nationally known for 
his contributions to the CLU program, 
died last March. He was a charter 
member of Chicago Life & Trust 
Council, as well as a director and 
former president. He held at one time 
ali offices in Chicago CLU chapter 
and was president of American So- 
ciety 1946-47. He had worked on the 
CLU Journal in its early years, assisted 
in drafting the first by-laws of the 
society as now organized and was a 
faculty member of several CLU in- 
stitutes. 
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ONLY ONE GROUP 


24 Participants In 
Mutual Companies’ 
Taxation Committee 


NEW YORK—Participants jp , 
studies of the Temporary Commi 
on the Taxation of Mutual Life Ins] 
ance Companies number 24, inclyg 
the five listed in the Aug. 9 isgy 
THE NATIONAL UNDERWRITER, 

The participating companies 
Baltimore Life, Bankers Life of \ 
braska, Berkshire Life, Boston Muty 
Connecticut Mutual, Fidelity Mun 
Guardian Life, Home Life of N 
York, John Hancock, Lutheran Mut 
Manhattan Life, Massachusetts Mut; 
Minnesota Mutual, Mutual Ben 
Life, Mutual of New York, Mut: 
Trust Life, New England Life, Pag 
ic Mutual, Penn Mutual, Provig 
Mutual, Security Mutual 
Binghamton, N. Y., Security Mut: 
Life of Lincoln, Neb., Standard 
Oregon and State Mutual Life. 

These companies are the ones 
ferred to on page 1 of last week’s j 
as well as in the Aug 9 issue. 
wording in last week’s item could} 
interpreted as meaning that a secg 
group of mutual companies had orga, 
ized to seek tax legislation applicati 
to mutuals. 

The companies contend there 
nothing strange about seeking tj 
legislation that would prescribe sepz 
ate treatment for mutual companies 4 
compared with stock insurers. The 
point out that mutual savings 
are taxed differently from other b: 
and mutual savings and loan associ 
tions differently from stock associ: 
tions, yet no problem is raised. | 




































the proposed new site on the mo 
favorable terms possible and trying 
find a different site on which w 
could build a more functional type ¢ 
building within the $750,000 figure 
The building committee reported 
along the above lines to the executivd 
committee at a joint meeting in Wash 
ington on Aug. 5. After a thoro 
discussion, the executive comnmitt 
decided to recommend that the bo 
approve the second alternative, name 
ly, to abandon the proposed new si 
try to sell our present corner lot tt 
the government and seek a new lot 
tion elsewhere in the Washingta 
area. In a subsequent mail vote, thi 
board adopted this proposition by ‘ 
vote of 14-3. 
Now I should like to make a brie 
reference to the resignation of the olf 
building committee, particularly sinc} 
according to the NATIONAL UNDE 
WRITER article, Messrs. Marsh ali 
Hedges gave out conflicting reas0l 
for the committee’s resignation. Fo 
example, Mr. Marsh is quoted as saj 
ing that the old building committe 
“was willing to accept everything (i 
the board’s resolutions of July !4 
except the ‘veto power’ of the manag 
ing director.” On the other hand, MJ 
Hedges avers that the addition of th 
president and the managing directo 
to the building committee was th 
“particular point that actual] 
caused the former committee to F 
sign.” ; 
Of course, I have no way of know! 
what reason or reasons may. hi 
(CONTINUED ON PAGE 19) 
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“Frankly, Miss Wimple, I never realized Provident Mutual 
was so interested in our surplus business” 


If you’ve never realized that Provident Mutual 
welcomes your surplus business, now’s the time to 
give it some thought. Because Provident Mutual 
offers you every help and cooperation in Life, 
Accident and Sickness, Group Insurance and Group 
Pension Plans. 

What’s more, Provident Mutual offers brokers 


the full facilities and resources of one of the na- 
tion’s top companies—plus a commission structure 
and terms you owe it to yourself to know about. 
For full details on Provident Mutual help with 
your surplus-special lines, write Broker Service 
Department, Provident Mutual Life Insurance 


Company of Philadelphia, Philadelphia 1, Pa. 


Provident Mutual 


Life Insurance Company of Philadelphia 













4 


Program Set For 
Miami Beach Confab 
Of NFC, Sept. 29 


The program has been mapped out 
for the annual meeting of National 


Fraternal Congress, Sept. 29-Oct. 1, 
at Hotel Fontainebleau. at Miami 
Beach. 


Speakers for the nine sections and 
the plenary sessions of NFC are listed 
herewith. 

Presidents’ section, Monday morn- 
ing: J. Henri Goguen, L’Union Saint- 
Jean-Baptiste d’Amerique, “Fratern- 
alism and its Contribution to Ameri- 
ca;” and Paul D. Hill, The Fraternal 
Monitor, “The Critical Years Ahead.” 

Secretaries’ section, Monday morn- 
ing: Assistant Commissioner E. A. 
Faircloth of Florida, “Fraternal Bene- 
fit Societies Laws of Florida,’ and 
Lee E. Courington, International 
Business Machines, “Electronic Data 
Processing Through Service Bureau 
Corp.” 

Press section, Monday morning: W. 
Cable Jackson, vice-president of NFC, 
“Public Relations in the Fraternal 
Field,’ and Norman R. Buchan, Uni- 
(CONTINUED ON PAGE 14) 
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Eastern Group Buys 
National Bankers Lite 


An eastern inventing group headed 
by R. L. Huffines Jr. has purchased 
a 73% interest in National Bankers 
Life of Dallas. The company has been 
under fire from the department. The 
entire holdings of Pierce P. Brooks, 
ousted president, were bought, as were 
the shares of his family. The company 
has assets of $24 million and insur- 
ance in force of $84 million. 

National Bankers was put under 
trusteeship by the Texas department 
several weeks ago on charges of vio- 
lation of the insurance code. 


Nationwide Life Has Gain 
Of 6.8% In First Half 


Insurance in force of Nationwide 
Life at June 30 was $1,241,316,000, up 
6.8% since Dec. 31. The company had 
an operating gain of $673,000, and had 
an increase of surplus of $387,000. 


$16 Million In Force Ist Year 


Treasure State Life of Butte fin- 
ished its first year of operation June 
30 with $16,044,029 in force. Now op- 
erating out of five regional offices in 
Montana only, the company plans to 
enter other states. 








OWN YOUR OWN AGENCY, 














program aids 


4 
4 


@ some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan, 


wn 





THE 


\Pardonable 


Pride. oa 


beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 


4 climb to a top producer. 


GA complete portfolio of life and S&A insurance plans, 
designed to fit every prospect and his particular needs. They 

/ include a low-cost whole life plan, Family Guardian (family 
¢ group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


MACCABEES 
G Life Jusurcuce Sociely 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


the new agent in making a rapid 


Founded in 1878 


Home Office 
Detroit 2, Michigan 








Manager's Magazine 


Now In New Format 


HARTFORD—Manager’s Magazine, 
published by LIAMA, has come 
out in a new format. It measures 6 
by 9 inches as compared with the 
former 8% by 11. All advertising has 
been eliminated. The magazine is be- 
ing issued quarterly instead of on the 
former every-other-month schedule. 

However, the plan is to provide the 
same amount of reading matter per 
year as on the bi-monthly basis. The 
subscription price remains at $3. 


Over 15% Of Mass. Mutual's 
New Ordinary Life Business 
Uses Pre-Authorized Checks 


More than 15% of Massachusetts 
Mutual’s premiums on ordinary life 
business delivered during the first 
15 months of its Triple M plan, were 
paid for under the _ pre-authorized 
check plan. 

Some 23,000 policyholders, having 
accounts in 2,500 banks and 2,500 
branch offices, use the plan which 
accounts for $143,423,763 of ordinary 
sales. Monthly deposits under the plan 
exceed $500,000 and more than 10,000 
checks are drawn each month. 

The average face amount of new 
policies delivered under the plan is 
$15,737, about $2,000 more than the 
average for other ordinary policies. 
The rate of business persistency, 
Massachusetts Mutual reports, was 
also found to be higher than with 
ordinary self-paid policies. 


Texas Rules On Life 
Company Investments 


AUSTIN—Rulings on the percent- 
age limitations of life insurance 
investments, as set out in the Texas 
code, were handed down last week by 
the attorney general, in response to 
inquiries by Commissioner William A. 
Harrison. 

On a general basis it was held that 
the limitations are for single invest- 
ments rather than for all investments 
in a given category. 

Using funds other than capital, 
surplus or contingency accounts, life 
insurance companies may invest up to 
5% of admitted assets in shares of 
any one building and loan association 
or in debentures of any one solvent 
public utility and up to 2.5% in pre- 
ferred stocks of such utility. 

Similarly, companies may invest up 
to 10% of capital, surplus and con- 
tingency funds in stock of any one 
corporation. 


All American L.&C. Has 
All-'Round 6 Mo. Gains 


All American L. & C. of Chicago in 
its semi-annual statement for 1958 
reported A&S premium of $1,588,982 
as against $1,362,141 for the same peri- 
od the year previous; earned prem- 
ium was $1,554,530, up from $1,323,031. 
New annualized premium was $781,751 
as against $418,541. 

Life business written was $20,273,- 
520 up from $17,924,442 written in the 
first six months of 1957; paid for was 
$18,391,445 as against $15,403,997. Pre- 
mium volume was $731,046 as com- 
pared to $370,998. Life in force, 
exclusive of Colorado Credit Life 
coinsurance, was $53,815,485 as against 
$22,165,758. 

Writes Family Endowment 

South States Life of Shreveport, La., 
since April 1 has been writing a 
family endowment policy, each unit 
of which provides $3,000 of 25-year 
endowment on the husband and term 
coverage for 25 years on each depen- 
dent. In the four months that the 
policy has been on the market, the 
— has written more than $100,- 
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Leader Heads LAJ@est 
Slate; Speakers ass 
For Annual Listed 5 


Edwin P. Leader, advertising m; 
peril 


ger of Bankers Life of Iowa, andy 
vertisers Assn., has been nomingihw Yor 








president of Life Insurance 


for president of the association for pospi' 
election to be held during the gs pw YO! 
anniversary meeting at Montreal, g rease | 
22-24. 91.5% 


Also nominated were Robert Kies 
assistant vice-president of Metrop 
tan Life, vice-president; L. Ry 
Blanchard, manager of sales pry 
tion of Paul Revere Life, secrets 
Charles Corcoran, 2nd vice-pregjs 
of Equitable Society, treasurer; ; 
Richard Hindermann, vice-presidey 
Pan-American Life, editor. 

Nominated for the executive 
mittee were Morgan Crockford, exe, 
tive officer of Excelsior Life’s adm; 
istrative division; Jay Leavell, yj 
president of Guaranty Savings |i 
H. Dixon Trueblood, vice-presiden; 
Occidental Life of California; We 
Reuber, manager of sales promot 
and advertising of Connecticut Muy 
Life; John Briggs, director of put 
relations and advertising of South 
Life; Kenneth Wunsch, manager 
advertising and public relations ¥ 
Northwestern Mutual; Clarence Ry 
hop, sales promotion and advertig 
manager of Protective Life; Rom 
Adams, director of advertising z 
sales promotion of Provident Mua’ 
Life, and Frank Culp, director of si 


promotion of Guarantee Mutual I; ory 
) 


58. 

The su 
e 40.79 
an to re 
the er 
dition 

ngent : 
eral co 
ions Ww 


tain t 
e next | 


The st 
ved a 

 Artht 
In his 
ested 1 
ated tI 
non- 
bmonstr 
d suffe 
57, and 
e first 
cts she 
ectly 

sing COs 
Howev 
ed “h 


























































Key Speakers Listed 


LAA has also announced its 
speakers for the annual meeting 
Montreal: 

—William Hamilton, _ postmas 
general of Canada and former exe 
tive director of the Federation j 
Canadian Advertising & Sales Cli 

—Orson Hart, 2nd vice-president 
New York Life, who will explore ig The su 
economic outlook for life insurange Will 

—Bertram Lange, manager @roval 
marketing services of Life magaimgroduce 
who in a visual presentation will px Inds un 
sent for the first time the life im the o 
surance information obtained from iglal plar 
magazine’s recent study of consung® unive 
expenditures. br comp! 

—Rex Anderson, vice-president 
charge of marketing of Life of No 
America, who will detail the inte eek 3 
tion of all parts of the marketing ji exas 

—Ernest Dichter, president of 
Institute of Motivational Resear AUSTI 
who will discuss what motivates )% in ay 
ple to buy with reference to the ly 
insurance product. i 

Other speakers will be A. J. Sat 
man, executive vice-president 
Compton Advertising, Inc.; Judd Be 
son, manager of Union Central Life% 
Cincinnati, and D. E. Kilgour, vt 









president and managing director Grst yea 
P,887,932 


Great West Life. 

On the day preceding the an 
meeting, the educational committ4 
will sponsor a seminar in Montreg 
entitled “Helping the Agent at 4 
Local Level.” 











North Central Occupies New Hos 

Home office employes of Mi 
Central Life have moved into Déiba 
quarters in a building built by "iy 
National Bank of St. Paul. Extens imber 
remodeling has transformed the Mpfalysts j 
mer bank into three floors of Wipe fire fi 
and recreational area containing ys 
000 square feet. This area more © 
doubles the space occupied in fom 
quarters at the Endicott building 
block away. 
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s LAaMestern N.Y. Blue © Maccabees PlanTo Miore On Life Advertising 


rs Split Into Insurer 


steq Foss Rates Boosted = Ag A Fraternal In Past Quarter-Century 


gust 30, jagud 


aes % A k d 40 7 Members of the Maccabees at their 
a na 1.5 0; S e ° 80th convention at Detroit approved a 
» and y plan to split into two organizations— Following is the final installment of the history of the 


a uperintendens pe yy pon -oscAbom Maccabees Mutual Life Ins. Co., and past quarter-century in life insurance advertising, the 
os Fr haw York has a S Wee 10N the Maccabees which will continue as_ first two installments of which appeared in the Aug. 16 
lation forg Hospital Service Corp. of Western 4 .cja] and charitable fraternal or- and 23 issues. It was written by A. H. Thiemann, 2nd vice- 


a pe sigew York neces = — ganization. president of New York Life, as part of the celebration 
‘tontreal, @rease in rates, but approved a boos The division would become effec- of the 25th anniversary of Life Insurance Advertisers 


9 215%, the minimum required tO tive on or before Dec. 31. 1960. and Assn., of which Mr. Thiemann is a past president. 

obert Kiet tain the plan in its operations for insurance in Maccabees Mutual would 
peta e next fiscal aaa a be available to the general public. By A. H. THIEMANN 

aaa Ruwirne superintendent’s decision fol- The Maccabees will write approxi- 
a "7 Prowved a hearing at Buffalo conducted mately $100 million in new business 
sie bes: y Arthur F. Lamanda, first deputy. this year, double the amount of only 

Ce-presiifin his decision to deny the re- two years ago. The organization is 
reasurer; @ested rate raise, the superintendent about to launch a campaign to insure 
Ti pted that testimony submitted by two million students against accidents 
recat e eer es tae cee — either at or on the way to or from ment was one of the first, if not the 

‘ a * " 7 - 

‘kford, CXte stared a substantial decrease in oh at Te wu nt what more competitive with space de- shyt wpe) ef iia gt: ba 
Life’s adnj 57, and an even sharper drop during separate inmasonee company would voted to “why Northwestern.” A fairly si - = = . - agri alae 
Leavell, Vif e ‘first part of 1958. He said the permit entry into such fields as pen- wide list of magazines was used. hae ey eae ep baaaks ceo 
Savings Mcts showed that the decrease was sion trusts group and credit insurance By 1948 Northwestern had evolved with the slogan “Its name indicates 
°-presidenfectly attributable to the steadily The Maccabees is the largest Mich- 2 Copy formula which has remained is. character.” 
yrnia; Ws sing cost of hospital service. igan domiciled insurer, having $438 much the same since then. Illustrated ‘ 


For a good many years Northwestern 
Mutual’s copy themes, in common with 
many other life insurance advertisers, 
were based on needs—life insurance as 
savings and protection, $100 a month, 
“You, Incorporated,” and so on. How- 
ever the advertisements were some- 





A. H. Thiemann 


1958. The company’s initial advertise- 


etna However, still sticking to the so- million insurance in force. bebe de ee eee ne poy Lincoln National Slogan Effective 

tor of . ed “hold-in-line” position he took A mail vote will be taken with pol- py ted satiety: Mandl atteinaihs 3 f = 

of So PudE connection with the application for icyholders, but policyholders who fail th feat date 1 So effectively has this advertising 
Uuthla vate increase submitted by Asso- to vote will be recorded as in favor of ‘'?, ‘“U© COPY ‘eatures a testimonial established the corporate name that 


statement. The competitive flavor is other advertisers using illustrations of 
retained. News magazines dominate the fincoln run a grave risk of having 
media list. The only deviations from their advertising identified as Lincoln 
this theme have been advertisements National rather than their own, ac- 


Manager 

relations 
~larence fj 
d adverti 


ted Hospital Service of New York, dividing the fraternal and the insurer. 
e New York City Blue Cross, earlier ts 
is year, the superintendent said he Postage Increase To Cost Life 


BA, as prepared to grant only a 21.5% JIndustr ili . é 2 C I ; é 
Jute Tifrase in oder to maintain the "The postage increase whith took Stscrtinee and Gee aanancement ot Coraitg t0 various, readership studies 
ident Mug an’s surplus position for the fiscal effect Aug. 1, is expected to add at 4 new premium rate structure The ne advertising manager 
-ector of si" ending Sept. 30, 1959, at the least $250,000 to the August postage ieee Mette’ te ie: reports, “Not only is the Abraham 
: e has used na- fjincoln portrait one that is readily 


Mutual Li proximate figure the plan will re- bill of life companies, Institute of Life ‘ 1 : - ; 
utual Ltt in its statement as of Sept. 30, Insurance estimates. It is believed tional magazines continuously since recognized, it is also one which be- 


58. that the annual postage bill will in- 1934, its expenditures for space having sneaks warm human qualities such as 
To eetont: mealatatnad thet crease $3 million. risen from $75,000 to $250,000 in integrity and thoughtfulness—qualities 
nced its i STS increase would -permit the which can well be associated with a 


1 meeting life insurance company.” 
an to report a free surplus of $86,000 e one : 
ostmarff the end of 1960. This would be in open sng a National ran a 
ormer ex idition to a projected special con- good many iractonel page magazine 
ngent surplus of $5,721,435 which advertisements using a low-cost ap- 


‘ederation § ; : 1 with Th “w cog- 
1 a 4 peal with coupons. en, e recog 
Sales Gage “OMprlance with statutory pro nized that a new era of life insurance 


ions would require as of that date. 





president tition ay,” accord- 
1 explore tg The superintendent also stated that posi tha pe ier eae le so 
fe insurange Will continue to refuse to grant the company has increased the size of 
manager @Proval for an increase designed to its advertisements and stressed needs 
ife magaimgtoduce an accumulation of surplus and policies. 


ion will pds until the completion of a study Penn Mutual’s advertising expendi- 


the life i@ the operations of non-proift hos- : ture has increased relatively little dur- 
ned from igal plans being conducted by Colum- INSU R ANCE COMPANY ing the past 25 years—from $110,132 
of consunm P eke ia The study is scheduled in 1933 to $176,452 in 1957. Although 

completion in July, 1959. 9 the budget has been very modest the 


— co company has advertised continuously 
sife of No oa, he in a limited list of magazines with 
the integ eek 30% More For One of the Nation's bil- varying copy themes. 


arketing j0 = ‘ 
ident of pox Department lion-dollar companies, Penn Mutual Publisizes Agents 


al Researt} AUSTIN—An increase of nearly 
otivates p)% in appropriations is sought by the 
e to the ligexas department in its new budget 
Pquests for the biennium starting 
. A. J, sae? 1, 1959, with its members hold- 
resident #6 that it can be done without in- 
+ Judd Bef 28 Current tax rates. 
‘tral Lif As compared with the present bud- 
1 vid t figure of $2,228,118, the depart- 
ilgour, “Rent has asked for $2,910,283 for the 
director ist year of the next biennium and 
887,932 for the second year. The 


the an quested increases involve additions j ity” 
1 commit the personnel and higher salaries. : “corporate identity” approach found 
in Montre In arguing for the added money, eg tt! og ee yt . | : ; Penn Mutual linking itself with the 
gent at q ™Missioner William A. Harrison agit tt ‘hs Tea, at! ts symbol of Independence Hall, near 
" Pointed out that the requested att! fat gy nett net a which its home office is located. Four- 
get is slightly less than 2% of total gett ie ‘Dre: a8. my _.. HOME OFFICE: color illustrations were used. Although 
: the Penn Mutual home office and In- 


New Hot 9g premiums paid in Texas. Jeo 
; of No onlay oleae arm ay Bye tage so a. . ihr it Commonwealth Building dependence Hall are still combined in 
. era,imembers on a full-time basis; ew em iE Nie gag Louisville ye sire pe naps peeps teprce ent 
lilt by *’fer-all increases of about 20% in : The Tallest, Finest Office pair Po 1955 eek space was used 


, Extentifimber of employes, especiall i 
: , y policy 
ed the falysts in the life field and raters in Building in Kentucky to publicize leading agents on a pro- 
duction volume basis. 


ors of Wie fire field, 
— Mutual Benefit Life did not begin 
to advertise nationally until 1935, when 


, more Wy. : : 
a in ford Chicago A&H Assn. will hold its 

it began a series based on testimonials 
(CONTINUED ON PAGE 13) 


ding @2Ual golf day, Sept. 9, at Mohawk 
pbuilding & otry club. , me ini 


with more than 1000 From 1933 to 1942 the general theme 
successful Fieldmen .. . was based on “needs” for protection, 
2 such as mortgage insurance, col- 
in seven states ... from lege education and business insurance. 
The following nine years stressed re- 
the Great Lakes to the tirement income, with coupons being 
used from 1949 through 1952, but “the 
Gulf Coast. number of coupon replies and subse- 
quent sales were not considered satis~ 
factory.” 
An abrupt about-face in 1952 to a 
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FieNATIONAL UNDERWRITER 


Insurance Counsel Elect Woodliff; 
Urged To Acknowledge Variable Annuity 


Plugging the variable annuity as the 
best hedge against inflation and de- 
serving of recognition from the govern- 
ment and the public, Ralph E. Becker, 
prominent attorney of Washington 


D.C., urged members of Federation of 
Insurance Counsel to become more 
familiar with “this latest remarkable 
product of the life insurance industry.” 

Some 400 insurance attorneys met 


for the federation’s annual meeting 
last week at San Francisco, and in the 
course of business, elected George F. 
Woodliff of Jackson, Miss., president to 
succeed J. Harry LaBrum of Phila- 
delphia. Other officers elected were 
Lowell L. Knipmeyer, Kansas City, 
executive vice-president, and L. J. 
Clayton, Houston, secretary-treasurer. 
New regional vice-presidents are: 
(CONTINUED ON PAGE 14) 








A NORTHWESTERN MUTUAL PURCHASER. Bernice Fitz-Gibbon has bought 
several policies with this company for her children and grandchildren, Melissa, Stephen, Elizabeth and Gretchen. 





“[ want Stevie to be able 
to say boo to the boss!” 


A message for those who have big plans for little people, from BERNICE FITZ-GIBBON, 
advertising consultant and author; President, Bernice Fitz-Gibbon, Inc. 


‘T Looks as if my grandson, Stevie, age 
two, is practicing up for it right in 
this picture. That’s fine with me. I don’t 
want Stevie to be a bashful thrall when 
he gets out into the business world. I 
don’t want him to be shivering in his 
boots, just because he’s afraid there 
won’t be anything to fall back on if the 
boss blows his top. 

“I want Stevie to know he does have 
something to fall back on. ..not so much 
that it will spoil him... just enough to 


give him some feeling of independence. If 
Stevie knows he can say ‘boo’ he won’t 
have to say ‘boo’. And I want the same 
for the girls . . . Lisa, three, Betsy, three, 
and Gretchen, six. 

‘“‘Nobody but nobody, not even a 
grandmother, can absolutely guarantee 
a child security .. . life is too chancy for 
that. But a grandparent... or aunt or 
uncle or godparent or parent... can 
make sure each child holds a life insurance 
policy as soon as he can hold a rattle.” 


HOW LONG IS IT SINCE 
YOU HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 

needs, taxes ... all affect protection 

plans. A life insurance program needs review 
at least every two years. 

You'll find real assistance when you call 
on a Northwestern Mutual agent. His com- 
pany is one of the world’s largest. It offers 
many advantages, including low net cost. 

Northwestern Mutual is the company that 
pioneered Quantity-Earned Savings—the 
principle that reduces cost on all policies 
$5,000 and up. And now this QES principle 
has been extended to include older premium- 
paying policies, regardless of when written. 





Zhe NORTHWESTERN MUTUAL 2 Lisurance Company 


MILWAUKEE, WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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Nationwide Passes 
$1 Billion Mark {n 
Ordinary In Force 


Nationwide Life has passed the $] 
billion mark in ordinary life insu. 
ance in force. 

The company first moved into the 
billion-dollar circle late in 1956, py, 
this included both ordinary and grow 
A net gain of more than $150 Million 
in ordinary life since then has sent 
Nationwide over the $1 billion math 
in this department alone. 


Western Lite Names 
Knoblock Group V4 


Western Life has established a groy 
department and has appointed Ralp 
C. Knoblock, 2nd vice-president 4! 
group operations of Washington Na, 
tional, as group vice-president {, 
organize and develop the new depari. 
ment. 

Mr. Knoblock joined Washington N; 
tional in 1935 and moved up throug! 
group posts in Ohio, the eastern diy; 
sion and California. He became assis 
tant secretary in 1949, 3rd vice-preg 
dent in 1952, and 2nd _ vice-preside 
in 1954. 





Union Labor Life Files 


Reduced Polio Premiums 


Union Labor Life filed new groy 
polio expense premiums which 
only one-third as much as those pr 
viously charged for this coverage. Thi 
change in premium rates has 
made possible by the excellent reco 
made by the medical profession ; 
combating this disease. 

In line with the new minim 




























ance departments, 
premiums have been corresponding] 
reduced to reflect the new minim 
rates on such cases. 


Lindsey Okla. Department Atto 

Paul B. Lindsey has been appoin 
attorney of the Oklahoma ins 
commissioner’s office. He has 
specializing in tax law and account 
at Tulsa. 


Iowa Life wrote $35,751,700 ini 
traditional midsummer  campai 
breaking all previous records. Vol 
for the first seven months of }! 
showed a 52% increase over }f 








The Unity Mutual 
Life Insurance Company 
of New York 





Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per 
sonal insurance. Juvenil 


policies our specialty. 
e 
L. J. BAYIE! 
Secretory 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N.!: 
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=) HOME LIFE leads again 
“7 in average policy size! 


Imes 


; vi P $15,912—AVERAGE POLICY WRITTEN IN 1957 
p V- 






































ned a grow B® $8,118—AVERAGE POLICY IN FORCE IN 1957 
nted Ralp) 
resident 
ington Na: 
pg i Every year, the Life Insurance Courant publishes” - . . 
| art, a ; z " ©. : 
' an authoritative study of the average policy size ue) AVERAGE POLICY WRITTEN 
ington Na of leading life companies. Here, in graphic form, e 2) prone ure In $1,000s 
u if . . i 
i ng are some important facts based on the latest of , 14 [_]TOP TEN COMPANIES LISTED 
came assis these reports. f 13 Wau COMPANIES LISTED 
vice-presi is 
e-presiden nN 
10 
average policy* | gain over % | average policy 9 
written - 1957 1956 gain in force - 1957 8; 
‘ 
HOME LIFE $15,912 $2,692 | 20% $8,118 6+ 
Top 10 companies . 
listed 12,843 740 6% 6,428 _ 
Average of all 3 | 
companies listed | 7,430 860 | 13% 4,007 ’ | 
“41 
*Including increases, additions and revivals. 1953 1955 














Last year was the 18th year out of the past 21 that 
Home Life led in average size of new policies, and 
the 16th consecutive year that the company ranked 
first in average size of policies in force. Excluding 
increases, revivals and additions, Home Life’s 














new policy average was $14,476, placing it second ; 
by $420 among companies listed on that basis. 4 “oMPAMES USE SS 
, ; ; , &§< << F 

For the Home Life Field Underwriter, high average a] — aad 

policy size means an important added measure of 

personal and professional satisfaction. It means at 

he is helping more clients understand and meet . 

their increasing need for substantial protection. “ iiaeatinas ial eal 

We salute the Home Life Field Organization 1955 1956 =~=C«NST 
b for making this record of leadership possible. . 
nily HOME LIFE INSURANCE COMPANY 

253 BROADWAY, NEW YORK 8, N.Y. 

quipped William P. Worthington, John H. Evans, 
for pet President Vice President—Sales 
uvenilé 
a 
J, BANE 
Secretory 
SE, N. \ 








XUM 

















Increasingly Important 


The importance of the training required to earn the designation 
of Chartered Life Underwriter—symbolized by this key—is very 
definitely growing year by year. One indication of this is the 
growth in paid memberships in the American Society—from 


2264 in 1950 to 4307 at the close of the 1956-1957 year. 


There are many other indications of the increasing impor- 
tance of the degree: various measurements of what happens to 
those who became C.L.U.’s, the growing number of candidates 
who pass examinations, the ever-larger group of individuals who 


are studying to prepare for the C.L.U. examinations, ete. 


Doesn't the increasing importance of this professional desig- 
nation suggest to you that it would be worth your while to 
explore what C.L.U. study might do for you? You can get more 
information about C.L.U. activity in your community through 


your local life underwriters association. 


BANKERS COMPANY 
DES MOINES. IOWA 


Licensed in all States. Branch Offices in Principal Cities in U.S. 









BALANCED SECURITY 


Here is a simple, streamlined method of programming in one 

interview! The complete Balanced Security Kit consists of: 

1. BALANCED SECURITY CALCULATOR—almost all the 
mathematics of programming are done for you. A zip of 
the slide—and there’s your answer! 

2. SECURITY BALANCE SHEET—this is the heart of the 
Balanced Security System. No complicated charts or graphs. 
Anyone who can balance a checkbook will quickly under- 
stand it. 

3. SALES PRESENTATION—the sales talk tells “what to say”’ 
and ‘‘what to do.” 

This new system of programming is so simple and easy to 

grasp, it can be mastered in a matter of hours! 

Regular Price, Complete Kit, 1—$2.75; 2—9 kits, $2.55 each. 


Special Introductory Price, Complete Kit, 2 for $4.40 net 
total; 5 for $10.50 net total. 














HteNATIONAL UNDERWRITER 


(Herewith are presented more com- 
ments from local property insurance 
agents who were asked if they thought 
a life department an essential compet- 
itive facility for them in the days 
ahead. More comments will be pub- 
lished in future issues.) 


We do not believe that an agency 
operating, or specializing in certain 
lines only, has an assured future. 
With the rapidly changing picture and 
conditions in the industry today, we 
believe diversification is, the safest 
course. We would prefer a life com- 
pany which operates as a member of 
a group controlled by one of our 
existing fire or casualty companies if 
this is possible. 

We have not experienced any special 
problems due to the lack of a life 
department. But we can foresee that 
an agent representing all divisions of 
insurance will be in a better position 
as respects agency-company rela- 
tions than the agency which repre- 
sents only a portion of the facilities of 
a group of companies. 


* * % 


We believe a life department is 
essential if we are to furnish a com- 
plete insurance service to our cus- 
tomers, including life and A&S. If we 
do not sell life, the life agent may 
eventually pick up our fire and casual- 
ty lines. 

We have operated a life department 
for more than 25 years. As a matter 
of fact, the founder of this agency sold 
life insurance before he got into the 
fire and casualty business. 

Our life insurance department is 
operated by three specialists who sell 
only life insurance. The head of the 
department is a CLU. We are just 
about to employ a fourth salesman. 

With regard to special problems 
involved in the operation of a life de- 
partment, we find that coordinating 
the life department with the fire and 
casualty department is something of 
a problem. The life department main- 
tains separate files, and we have no 
systematic plan for exchanging infor- 















mation on prospects and customers. 
If we were to make a survey of a 
customer’s personal insurance, we 
would cover his fire, casualty and 
A&S policies, but we would not in- 
clude his life program. Simiiarly, if 
the life department made a survey, it 
would be limited to life insurance. The 
situation may arise out of the con- 
fidential nature of the life business, 
which is the reason for containing life 
insurance information in separate files 
as well as from the standpoint of 
convenience, as the life department 
is located on the second floor and the 
fire and casualty on the first floor. 

We have a budget payment plan 
which is operated by a_ subsidiary 
corporation, but this program is used 
primarily for fire and casualty cover- 
ages. ' 

We are using the budget plan in our 
fire and casualty program to an in- 
creasing degree, not only selling new 
business on the basis of the budget 
program, but also converting customers 
who have been slow payers over to a 
budget plan. We find that they will 
keep up with a budget plan with 
regularity whereas they will not 
always follow an agreed payment plan 
under an open account arrangement. 
We have often thought some ar- 


Fire Agents Give Views On Life 
As Competitive Facility Or Threat 





























































































August 30, }40™ 


rangement should be made to en 
a man to include his life insur 
program along with his fire », 
casualty premiums in an_ oye.) 
monthly ‘payment plan. Eventua; 
we shall probably work out someth;, 
along those lines. 

A&S (other than group) is hand 
in our fire and casualty divig, 
because we feel that A&S is more of 
casualty coverage. We also write, 
substantial amount of franchise pby| 
ness, which is small group busing 
for commercial operations. Only tr, 
group is handled by the life depar 
ment. 

Our experience in this tough mark 
is that multiple line companies whic 
are getting a very substantial voluy 
of fire insurance and are having gq 
experience on it, do not give ay 
consideration to taking automobji 
workmen’s compensation or other y 
popular lines. I doubt if the fact th: 
you are writing life insurance yitj 
them would induce them to loosen y 
on their automobile, WC or ott 
casualty facilities. 











* * 


Personally I do not believe a |i 
department is an essential competitiy! 
facility in the times ahead. I belie: 
that most large agencies will wri 
insurance as we do. We write near} 
$1 million a year in fire and casualty 
premiums, but we have not felt just 
fied in establishing a life departme: 
We have a working arrangement wit} 
the general agent for the life insuran: 
company that we represent whereby 
we can get assistance when we ne 
it, even to calling on our custome 
We feel it is better to give the li 
insurance man who handles it for w 
part of the commission than to main 
tain a life department, which woul 
be expensive. 

At this time I cannot see a 
particular competition because a com 
petitor has life insurance. The sellin 
of life insurance just offers addition: 
income, as I see it. 

There may be a tendency on th 
part of some groups to favor agencii 
that give them life insurance as wl 
as automobile and other non-profits 
ble lines. My experience has been tha 
with big companies each departma 
pretty well operates on its own a 
not too much consideration is giv 
to any agency just because it giv 
the group additional more profitati 
lines such as life insurance. This | 
particularly so where life insurat 
is handled by a separate general aget 
cy, and I don’t think it would hav 
any effect on any fire and casuall 
business. It certainly has not had aj 
effect whatsoever with us and h 
never even been discussed by the li 
company. 

Actually I feel that the average fis 
and casualty agent is unable to bf 
sufficiently informed properly to ser 
life policyholders unless he arrang 
that service through a life man Wi 
works at it full time. 
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¢€ i « ] u r se Here at Penn Mutual, there are many courses open to the under- 
writer interested in getting ahead. To help him, we provide 
to intensive training and educational programs to equip the under- 


writer for all phases of successful selling—from advanced under- 
writing and estate planning to pension and profit-sharing plans. 


success And while most successful underwriters prefer to stay in direct 
sales work, there are equally rewarding opportunities in sales 
supervisory, management and General Agency work for those 
who are interested in these other phases of life insurance. 


Whatever the individual chooses, he can be certain that we will 
do everything in our power to help him achieve his goal. You 
see, we believe firmly that Penn Mutual opportunities should go 
to Penn Mutual men. We realize that their success is our success 


Back of Your —their future is the future of this company. 
Independence 

Stands The 

PENN MUTUAL 











THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ INDEPENDENCE SQUARE ¢ PHILADELPHIA 








Editorial Comment 
Adding Apples, Peaches And Bananas 


Isn’t it about time to devise a new 
basis for reporting group life sales 
that will be fairer to the group busi- 
ness and also to the aggregate month- 
ly sales figures? 

For July, group sales were off 49%. 
This followed a June decline. of 42%. 
The aggregate group decling for the 
first seven months is 19%. ‘ 

The group figures have in the past 
shown equally wide fluctuations on 
the up side. The present method of 
reporting group sales is to count only 
new cases sold. No credit isegiven for 
increases in existing groups—nor of 
course is there any debiting of de- 
clines in existing groups. 

All this results in a necessarily dis- 
torted picture of what is happening 
in the group sales field. A large part 
of the problem is that so nearly all 
of the big corporation group cases 
have been placed that it is unreason- 
able to expect group volume to con- 
tinue in the future at the pace that 
was normal when one big corporation 
after another was setting up an im- 
posing group insurance program. 

The group business is growing all 
the time but, after all, it should not 
be expected to perform miracles year 
after year. 

Perhaps there is no single figure 
that would give a correct idea of what 
is going on in the group sales field. 
Perhaps there should be a figure 
based on the increase in group in- 
surance in force, but admittedly this 
would not precisely correspond with 
the sales figures used for ordinary and 
industrial. A single huge group case, 
under the present system of reporting, 
can throw the sales picture off so bad- 
ly that it requires considerably more 
knowledge than is conveyed by the 
sales figure to appreciate that group 
is not necessarily experiencing a 
tremendous boom just because of the 
big percentage increase—nor that 
anything disastrous is happening 
when, 12 months later, a substantial 
percentage drop is chalked up. 

The situation becomes even more 
confusing when an aggregate figure 
is used for group, ordinary and in- 
dustrial to compare current sales with 
what they were a year ago. Years ago, 
group sales were fairly minor and 
their violent fluctuations didn’t throw 
the picture too badly out of focus. 
More recently, group has become so 
important in volume that it affects 
the aggregate percentage gain or loss 
in a way that makes such an over- 
all figure virtually meaningless and 
worthless. 

For example, the group life sales for 
July were $537 million, which was 
only a little over 10% of total sales 
for the month. Nevertheless, the per- 
centage swing was so huge that the 
aggregate decline for the month was 
4%, in spite of ordinary’s showing a 
9% increase on $4,129,000,000 of busi- 
ness. Industrial, incidentally, did not 
affect the result much one way or the 
other, for though it was off, it was 
only by 2%, on a volume of only 
$530 million. 


It might be noted, in passing, that 
declines in sales of industrial are not 
of as much significance as the unin- 
itiated might think, since, except for 
those companies writing industrial 
only, they are usually more than 
made up for by increases in group 


or in some forffi‘of ordinary. Anyway,’ 


the distorting effect of industrial is 
relatively slight, as compared with 
group’s, because industrial sales keep 
going down, being only about 10% 
of the total for the first seven months 
of 1958, and the percentage sales de- 
clines exhibit none of the drastic 
swings characteristic of group. 

The fact is that the use of an ag- 
gregate sales figure is very much like 
adding apples, peaches and bananas. 

We don’t profess to know what the 
answer ought to be. Probably for those 
in the life insurance business it is 
simply to forget about any aggregate 
figure and scrutinize the sales figures 
for each of the three separate lines. 
The main problem is in connection 
with daily papers and other publica- 
tions going to the general public. Peo- 
ple tend to look at the figure that 
seems to be the most comprehensive. 
If they do this with the aggregate life 
insurance sales figure, and probably 
most of them do, the impression that 
readers get is one of a business with 
violent ups and downs in its sales. 
They cannot be expected to under- 
stand that there are special reasons 
why group fluctuates and does it so 
drastically as to affect the aggregate 
figure clear out of proportion to the 
volume of group sales. 

It would seem better, from the 
standpoint of impressing the public 
with the stability of life insurance 
selling, to have some sort of sales 
figure or index which would reflect 
the characteristically fairly steady in- 
crease or decrease in sales exhibited 
by ordinary, because that is the main 
area where agents are being recruited. 

The chances of impressing the po- 
tential recruit with the comparative 


Stocks 


By H. W. Cornelius, Bacon, Whipp’e & ©» 
135 S. LaSalle St., Chicago, August 26, 1958 























Bid Asked 
I TMI i scisncslanctatnimmaibcitssclacsccivavee 203 210 
Beneficial Standard _................... 16 17 
Business Men’s Assurance 75 78 
Cal.-Western States ........... 96 
Columbian National ..... 105 
Commonwealth Life ... 25 
Connecticut General ........ 310 
Continental Assurance ... 149 
NNN ERRD MN ores sc cess tceccessctssacvessanxe 69 
Great Southern Life ... B:d 
_ 2334 
Jefferson Standard ... 84 
Kansas City Life ........... 1450 
Liberty National Life ... 3) 
Life & Casualty ............... 22%2 
Life of Virginia. ............... 110 
Lincoln National Life 203 
National L. & A. ........ 93 
North American, III. .. 18 
N. W. National Life 86 
Ohio State Life ........ 300 
Old Line Life ........ Bid 
Republic Natl. Life 58 
Southland Life ............ 99 
Southwestern Life 120 
Travelers. _................ 84 
I MNES tensacnscsaessiennionsncieiionemcit 3512 
U. S. Life ; 42% 
Wisconsin National Life 66 





HieNATIONAL UNDERWRITER 


steadiness of life insurance produc- 
tion from month to month would be 
considerably better if he could under- 
stand that the type of life insurance 
most widely sold by agents is the 
kind that sells at a pretty steady rate 
month in and month out. 

This is not to disparage group. It is 
simply a different breed of cats, not 
subject to the same influences and 
rules that govern ordinary. To try to 
measure it with the same yardstick 
as ordinary or industrial and come 


sible and it is not surprising that this 
should be the case.—R. B. M. 





Personals 


Guilford Dudley Jr., president of 
Life & Casualty, on the occasion of the 
recent birth of his daughter, Trevania 
Dallas, mailed 2,500 cigars announcing 
“It’s a Girl” to members of the field 


Deaths 


PHILIP V. R. SCHUYLER, 75, Mu- 
tual of New York attorney, who retired 
in 1945, died at Plainfield, N. J. 





JOHN B. COBB, 71, national treas- 
urer of Woodmen of the World of 
Omaha, died in Nashville of a heart 
condition. Mr. Cobb was affiliated with 
Woodmen of the World for 50 years. 
He became a director in 1945 when he 
was appointed national watchman. In 
1945 he was promoted to national au- 
ditor and in 1956 was elected national 
treasurer. 





New Underwriters 
Handbook Of Florida 


A new Underwriters Handbook 
of Florida has just been published 
by the National Underwriter Co. 
It provides complete and up-to- 
date information on the agencies, 
companies, field men, general ag- 
ents, groups and other organizations 
affiliated with insurance throughout 
the state. Copies of the new Fiorida 
Handbook may be obtained from 
The National Underwriter Co. at 420 
East Fourth street, Cincinnati 2, 
Ohio. Price $12.50 each. 














CITATION FOR SPONSORSHIP 
of an Esplanade concert is presented 
by Arthur Fiedler, right, conductor of 


the Boston symphony orchestra, to 
Byron K. Elliott, president of John 
Hancock, accepting on behalf of life 
company which supported one of a 
series of concerts in the Esplanade’s 
30th season. 
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up with an aggregate figure that: 
‘means anything is apparently impos-. 


ATLANTA 3, GA.—432 Hurt Bldg., Te, 
Murray 8-1634. Fred Baker, Southeastem 
Manager 


BOSTON 10, MASS.—80 Federal St., Rm 
342, Tel. Liberty 2-9229. Roy H. lang 
Southern New England Manager and Dan 
L. Davis, 
ager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd, 
Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
Manager. R. J. Wieghaus and William D, 
O'Connell, Resident M: S 


CINCINNATI 2, 
St., Tel. Parkway 1-2140. Chas. P., Woods, 
Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician 


CLEVELAND 
Lincoln Bldg., 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Suvuthwestern Manager. 


DENVER 2, 
Bldg., 
Ebelhardt, Rocky Mountain Manager. 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for co 
tion of the change. Send to subscription 
fice. 420 E. Fourth St., Cincinnati , Obie 
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Stevenson, Resident Manager. pe he 
ericé 
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life Companies In 
U.5. Number 1,314; 
67 Added In A Year 


Life companies domiciled and doing 
business in the U. S. totaled 1,314 on 
June 30, an increase of 67 over a year 
o and over 700 more than 10 years 
ag0, according to an analysis con- 
ducted by Institute of Life Insurance. 


EThe analysis covered insurance de- 


artment reports of the 48 states and 
the District of Columbia. 

“The growing security needs of 
American families and regional popu- 
lation shifts have been instrumental 
in a record number of companies be- 
ing established in the past 10 years, 
especially in areas where greater in- 
dustrial growth has been experienced,” 
the institute analysis said. “For ex- 
ample, more than 80% of.the life com- 
panies started in the 1950s were in 
the south and west, regions which 
have shown the greatest rate of life 
insurance and industrial growth.” 

The younger, smaller companies 
have shown a greater rate of growth 
in recent years than the older, larger 
companies, the institute reports. 
Whereas the 50 largest companies have 
increased insurance in force about 
215% since 1940, other companies 
have shown an increase of nearly 
650%. 

Life company home offices are lo- 
cated in every state with 20 states 
having 20 or more companies. Texas 
continues to lead the list with 323 
domiciled companies. Louisiana is 
second with 112, followed by Arizona, 
81; South Carolina, 50; Indiana, 49; 
Alabama, 43; Pennsylvania, 43; IIli- 
nois, 42; Georgia, 32; Delaware, 31; 
Arkansas, 29; Florida, 28, and New 
York, 28. 

Stock companies account for 1,158 
or 88% of the 1,314 companies, and 
156 or 12% are mutuals. The majority 
of the older and larger companies are 
mutuals. Mutuals, however, have 63% 
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Life Companies Pour 
$2.6 Billion Into 
Economy In 6 Months 


New capital made available for the 
nation’s economy by the more than 
1,300 U. S. life companies in the first 
six months of the year amounted to 
$2,603,000,000, a gain of about 9% 


over the same period in 1957, In- 
stitute of Life Insurance reports. 
“Aggregate new investments, in- 


cluding those acquired from reinvest- 
ment operations, were $8,467,000,000 
in the six months,” the institute said. 

The largest block of life policy funds 
invested during the first six months of 
the year went into securities of in- 
dustrial corporations, railroads and 
utilities, which financed business and 
industry to the tune of $2,836,000,000. 

New investments in state, county 
and municipal bonds showed a 71% 
gain for the first six months. These 
acquisitions amounted to $244 million, 
bringing total holdings of this type 
to $2,521,000,000. 

Purchases of U. S. government se- 
curities during the six months were 
$2,063,000,000, up 20% over a year 
ago. However, a higher rate of ma- 
turities and replacements resulted in 
a 4% decrease in the year of total 
holdings of this type of $6,979,000,- 
000. 

Real estate mortgages acquired by 
life companies amounted to $2,338,- 
000,000 in property financing during 
the six months for an 11% decrease. 
Total mortgage holdings were $35,- 
983,000,000 on June 30, a gain of $763 
million since the beginning of the year. 





of the total life in force. 

As of June 30, there were 16 com- 
panies in their second century of op- 
eration, 47 had started prior to 1900 
and 264 had been in business for more 
than 25 years. 

Companies with over $1 billion of 
life in force numbered 65 on June 30. 





190 Attend All American L.&C. Sales Rally ’ 


President E. E. 
Ballard of All 
American Life & 
Casualty (left) 
holds plaque given 
him by the field 
force for “superior 
leadership.” Seat- 
ed is Mrs. Ballard, 
and at the right 
is John N. Metro- 
Pulos, agent at 
Park Ridge, IIl., 
who made the pre- 
sentation. 


All American Life & Casualty was 
host to 250 agents and wives at its 
sales convention at Estes Park, Colo. 
A highlight of the meeting was a 
presentation by the field force of a 
blaque to President E. E. Ballard. 

Sales ideas were offered in an A&S 
*minar moderated by William A. 
Bretscher of Columbus, who headed a 
panel on important steps to a sale, and 


one |f* life seminar of which John N. Met- 


‘opulos of Park Ridge, Ill., was mod- 





erator. 

George R. Wilmot, vice-president, 
said the goal for the next convention 
is $250 million combined insurance in 
force, and Mr. Ballard said it is hoped 
that All American L.&C. will have 
$1 billion in force in 15 years. 

Reporting on the first six months of 
1958, Mr. Ballard said A&S premium 
income was $1.6 million, and life in- 
surance written was $20.2 million. The 
company has $54.8 million in force. 


for more 
sales in the 


substandard field 


combination 











Manufacturers Life introduces a new life insurance — annuity 
package that has a special appeal to people who are sub- 
standard or uninsurable. 


1 no evidence of insurability required 
(Our famous G.M.P. Life plan at standard rates) 


Sales Features 


2 low deposit annuity contract 
3 potential tax advantages 


For every $1100 deposited as a single premium for a no-refund life 
annuity we will issue without evidence of insurability $1000 of annual 
premium life insurance. The minimum life policy is $25,000. A com- 
bination with single premium life insurance is also available. More 
details may be obtained by contacting one of our Branch Offices. 


BRANCH OFFICES IN FOLLOWING CITIES 
BALTIMORE © BOISE ¢ CHICAGO e CINCINNATI ¢ CLEVELAND « COLUMBUS ¢ DETROIT ¢ HARTFORD 
HONOLULU e LANSING e LOS ANGELES e MIAMI e MINNEAPOLIS ¢ NEWARK ¢ PHILADELPHIA 
PITTSBURGH ¢ PORTLAND e SAGINAW e SAN FRANCISCO e SEATTLE * SPOKANE « WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, Maine, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 70-58 














The Sky's NO LONGER the limit! 


vy) ¥ 


For the man willing to explore unlimited 
opportunity, North American Life offers 
top contracts, liberal financing and a com- 


plete portfolio of Life and A&S contracts. 





PENS 


NYY) 


Our 1957 Paid Life production set a new 





high in North American's fifty year history 
-... suecess makes for success for the man 
who wants it—NOW! 


rsurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building Chicago, Illinols 
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Answer To Too-High OASI: Education 


(CONTINUED 


the job of arousing the life insurance 
field men to the menace of social 
security is a big one. Thus far, the 
tendency has been to regard social 
security as something with which to 
integrate life insurance holdings. 
But the latest figures indicate that 
social security is fast outstripping the 
total of life insurance of all forms and 
may in fact already have done so. If 





FROM PAGE 2) 


the life insurance business had fore- 
seen when the social security went 
into effect that it would in two decades 
account for more life insurance in 
force than all forms of private life 
insurance, it is hard to believe that 
this new form of protection would have 
been viewed so calmly. 

Not only does social security com- 
pete with private life insurance in a 


way never envisioned when it was 
first enacted but the tax bite is be- 
coming so large as to have an appreci- 
able effect on the amount of money 
available for buying private life in- 
surance. 

Even more serious in its ultimate 
effect on the economy and on the 
value of life insurance is the inflation- 
ary effect of increasing social security 
taxes. These added expenses to em- 
ployers must be passed on to the 
public in the only way possible: 
higher prices. 











“Reinsurance clients enjoy ‘Partnership Philosophy ‘!” 


—SAYS JIM RATLIFF, ASSISTANT VICE PRESIDENT, REINSURANCE, DALLAS OFFICE, AMERICAN UNITED LIFE INSURANCE COMPANY 


“Although I’ve been in the life insurance business many 
years, I’m comparatively new at American United. Al- 
ready I’ve found out just what the slogan, “The Company 
with the Partnership Philosophy,’ really means. Not idle 
words—it is a way of life which American United enjoys 
with its Reinsurance clients, policyholders and associates. 

“American United is a leader in Reinsurance, with ex- 
perience in that field since 1904. So they know and practice 
the best business methods. Their experienced staff tests, 
and then makes these proven methods available to you. 

“Sharing these methods, sharing profits, sharing ideas, 
sharing risks is the ‘Partnership Philosophy’ in action.” 

All American United Reinsurance clients— North,South, 
East, as well as West... in Alaska... in Hawaii... in 
Canada—have the same satisfied story to tell. Find out 
why more and more companies are placing their Reinsur- 
ance with A.U.L. Write, wire or ’phone us. 


AMERICAN UNITED LIFE INSURANCE COMPANY 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT - PENSION TRUSTS-NON-CANCELLABLE 
DISABILITY-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 





Your “partners” in Reinsurance—key personnel ready to serve you— 
appear in background of above photo. Left-hand threesome: Ted McClin- 
tock, Al Nichols and Fred Kautzman, all Home Office. Right-hand 
twosome: Fletcher Shepard, Atlanta Office and Jim Christopher, San 
Francisco Office. At desk, left to right. John Rohm, Harry Wilson, 
Hartz Perry and Mager Dickson, all Home Office. 


= 
> since Seieaiaae1077 


American United 


INSURANCE COMPANY 








LIFE 


The Company with the Partnership Philosophy 


* HOME OFFICE: INDIANAPOLIS, INDIANA 
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The continuing boosting of Soci, 
security benefits and taxes will , 
quire strenuous and ceaseless eff 
to combat. The National Assn. of ]; 
Underwriters has made a fine sty 
in fighting social security’s UNsou, 
expansion. The slide film prep, 
under the direction of their presidey 
Albert C. Adams, when he was chai. 
man of the NALWU social security com 
mittee, is doing effective work ani 
could do much more. There is partigy, 
lar need to convince members of th 
so-called opinion-forming groups, Thi 
includes editors, writers, and speaker 
and the importance of the labor leade 
should not be overlooked. 


A Matter Of Understanding 


Some of these labor leaders coy; 
doubtless be convinced that the 
should oppose rather than suppo, 
social security liberalizations if the 
understood their unsoundness. Othex 
more cynical, would continue to yy 
social security as a way of Maintain. 
ing their hold on their membership 
However, even the most cynical labor 
leader might change his: tune if he 
thought it likely that a widesprey 
program of education might show him 
up by educating his constituents to th 
real facts about social security benefit 
and costs. 

There is an interesting parallel ip 
the last-ditch fight that the cigarett 
manufacturers are making to pooh. 
pooh the increasingly convincing mas 
of evidence that cigarette smoking i 
a definite causative factor in lux 
cancer and some other diseases, Th: 
manufacturers will fight against th 
truth as long as they feel they can qd 
so without discrediting themsely« 
with too many smokers. The better th: 
public understands the facts about 
cigarettes and about social security 
benefits, the less they will credit the 
biased assertions of those who stand 
to make something out of publi 
ignorance. 


Opponents Want More OASI 


If such a campaign of education is 
not undertaken by the life insurance 
business there is no question but that 
well organized forces will push for 
ever-increasing social security bene 
fits. The AFL-CIO line at the Senat 
finance committee hearings was that 
the present bill didn’t go anywher 
near far enough but it was better tha 
nothing. Unless they are __ stopped, 
social security will be boosted to the 
point where it will be too late to keep 
from going over the falls. 
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LAA History Recalls Notable Ad Themes 
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continued until 1958. During the past 
five years special copy has been di- 
rected to the high school audience and 
the medical profession. Currently the 
company is spending $300,000 annual- 


ly. 
Among Foremost In 1933 


Union Central, although no longer 
among the leading life insurance na- 
tional advertisers, must be credited 
with having been among the foremost 
in 1933. At that time it not only used 
full pages in magazines but had a net- 
work radio program which was rat- 
ed as the second most popular dra- 
matic show on the air. Dramatizations 
were based on historical incidents cen- 
tered around the American family, 
with one series, ‘Roses and Drums,” 
concentrating on the Civil War. Scripts 
and talent were of the highest qual- 


ity. 

The chief advertising objectives 
were to improve the morale of agents 
and to keep policies from lapsing, and 
an oblique approach was used to these 
objectives by promoting the sale of 
new life insurance. Some of the most 
effective radio commercials quoted 
college presidents and pointed out the 
need for life insurance to _ pro- 
vide funds for the education of chil- 
dren. Others covered various other life 
insurance protection needs. 


Union Central Radio Progarms 


In some respects the program was 
too successful for its own good. It es- 
tablished high prestige for the com- 
pany in areas where it wanted to be 
better known and respected. However, 
the company had very few agents and 
its market was concentrated in the up- 
per and middle income groups. One 
broadcast produced 30,000 inquiries 
and when agents followed up these 
leads they were discouraged by their 
mediocre quality. Although the show 
went off the air in 1936, inquiries 
from it are still being received. 











A good example of selecting media 
to fit changing markets may be found 
in the experience of Great-West Life, 
of Winnipeg, Canada, where advertis- 
ing expenditures have increased six- 
fold during the past 25 years. 

In 1933 the company’s Canadian con- 
sumer advertising was concentrated in 
newspapers, and the following year it 
Started to use billboards to obtain 
greater continuity and more “name 
Impressions” per dollar of expendi- 
ture in the urban areas where the 
company had agencies. It continued to 
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use newspapers until 1947 when the 
company’s Canadian distribution was 
so broad that national magazines 
could be used more effectively. 


Why Great-West Uses Billboards 


However, in the United States, 
where the company had relatively 
few agencies, billboards have been 
used almost exclusively because they 
“offered selection of location, name 
recognition for a company not well- 
known in the U.S., and low cost,” 
according to the advertising manager. 
In 1957 Great-West Life had show- 
ings in 120 cities and towns in the 
United States and Canada, paralleling 
the distribution of its agency organ- 
ization. 

Outdoor advertising has always been 
more popular among Canadian than 
American companies. Imperial Life of 
Canada is widely known north of the 
border for its billboards featuring an 
umbrella and life insurance for a 
rainy day. 

No review of life insurance adver- 
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tising over the past 25 years would 
be complete without mentioning the 
campaigns of the Institute of Life 
Insurance, the public relations arm of 
the life insurance industry. This ad- 
vertising started modestly in 1939, the 
year after the institute was founded, 
and has steadily been expanded so 
that the 1958 program calls for 12 
advertisements in 561 newspapers. 

The institute’s advertising has had 
two main objectives: to create better 
understanding of life insurance and to 
present public service messages. It has 
provided a broad institutional back- 
ground for the individual advertising 
campaigns of the companies. 


Anti-Inflation Became Theme 


Anti-inflation became the theme in 
1943, following a public service cam- 
paign on health in wartime, and it 
has remained a dominant copy plat- 
form reflecting the concern of the life 
insurance business with the mainten- 
ance of a sound dollar. In addition 
to the anti-inflation campaigns there 
have been broad educational cam- 
paigns on the relationship of life in- 
surance to the home and family and 
to the changes occurring in the Ameri- 
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can economy and society. 

Newspapers have always been the 
backbone of the institute’s advertis- — 
ing, presenting thoughtful messages 
to the broadest possible audience, 
with farm journals also being used 
from 1943 to 1955, radio briefly in 
1956, and more recently news maga- 
zines. 


Intangibility Makes Common Problem 


This review of course does not cov- 
er every life insurance company 
which has advertised during the past 
25 years. But it does indicate what 
various companies have done, and how 
copy and media have been used to 
meet different objectives. 

In one important aspect, however, 
all the companies have a common 
problem. Life insurance is an intangi- 
ble. It is seldom “bought,” but must 
be sold through agents. The function 
of the advertising, therefore, is usually 
to provide a broad background for the 
sales efforts of the agents. This pur- 
pose may be served in many ways, 
from the public service advertising of 
Metropolitan and New York Life to 
the retirement income coupon ad- 
vertising of Phoenix Mutual. 
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FteNATIONAL UNDERWRITER 


Insurance Counsel Elect G. F. Woodliff 


(CONTINUED FROM PAGE 6) 


Emile Zola Berman, New York City; 
Walter Mansfield, Detroit; John B. 
Towill, Augusta, Ga.; Robert Rooney, 
Chicago; C. A. DesChamps, San Fran- 
cisco; Gerald Walsh, New Bedford, 
Mass.; and Charles Whiting, Rapid 
City, S. D.; Sidney Moss, Los Angeles; 
Carroll Heft, Racine, Wis.; Donald 
Macwhinney, Syracuse, and Bruce 
Bishop, Chattanooga, were named to 
the board of governors. 

A member of the law firm of Brook- 
hart, Becker & Dorsey, which repre- 
sented one of the variable annuity 
companies which have been contesting 
the position of the Securities & Ex- 
change Commission, Mr. Becker said 
he was “very pleased” he did not have 
to depend upon his own opinion but 
“can quote the U. S. court of appeals 
in answering the question that the 
variable annuity policy now being 
offered commercially by three com- 
panies in this country is very proverly 
an insurance product, not a security. 

“I must hasten to add, however, 
that the battle between the insurance 


industry and the securities world is 
far from over. The National Assn. of 
Securities Dealers has already filed 
with the Supreme Court a petition for 
writ of certiorari asking that the 
Supreme Court review the decision of 
the court of appeals.” He said he held 
some doubt that the Supreme Court 
will hear the case but no doubt that 
the judgment will be affirmed. 


Majority Interested In VA 


A majority of the companies are 
interested in marketing variable an- 
nuities, Mr. Becker declared. “Those in 
the industry who oppose the variable 
annuity are doing so without foresight 
or proper evaluation of the opportunity 
to serve better their clients. They are 
a very small minority but attack these 
policies on an emotional basis and 
apparently because of personal dislike 
for them. 

“I have not met an experienced 
insurance man or actuary who could 
offer a reasonable and _ convincing 
argument to support the thesis that 
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believe that it ultimately will settle 
for less taxes than it now is getting. 
I believe it will demand more. 

And I point out to you a great and 
present danger. I do not make this 
charge; I do not want to make it, but 
I fear it will be made; in fact I am 
convinced that in the ensuing struggle 
someone in our business or some en- 
emy without the gates will make it. 
I refer to the vulnerability of the 
advocates of “total income” from the 
charge that they were willing to fight 
for the surplus income method until 
interest earnings improved and that 
when that happened they sought a new 
method solely to reduce their taxes. 
I believe this committee should reject 
“total income” and thus protect the 
entire industry from this charge. 


“Total Income” Can Change Taxes 


When the white light of legislative 
scrutiny beats upon this plan, no one 
can protect it from the charge that 
“total income” can be used to maneu- 
ver tax results. That is true and can- 
not be denied successfully. These pos- 
sibilities are apparent to all who study 
the problem. 

Well may I be asked if this new 
plan will be of such great tax advan- 
tage to many of the large mutual com- 
panies, why I as the president of an- 
other mutual company, do not sub- 
scribe to it. The answer is simple. It 
may be of great advantage to some 
companies, chiefly the giants. It would 
be of great disadvantage to many oth- 
ers, the medium sized and the small, 
my own company among them. Surely 
I should not be criticized for stand- 
ing on long established and well ac- 
cepted principle simply because it hap- 
pens to coincide with the interest of 
my company. 


Investments Give True Earnings 
The principle which we have always 


| supported is that the only true earn- 


ings of a mutual life insurance com- 
pany are investment earnings on that 
portion of the premium retained in 
surplus or in reserves. The investment 
of these funds with the hope of gain 
and at the risk of loss is a pure cap- 
italistic operation on behalf of the 
policyholders. The Supreme Court has 
said, “The fact that the investment 
resulting in accumulation or dividend 
is made by a cooperative as distin- 
guished from a capitalistic concern 
does not prevent the amount thereof 
being properly deemed a profit on the 
Investment” (Penn Mutual Life vs 
Lederer). I believe that the true profit 
of a mutual life insurance company is 
the net interest earned over and above 
that required to maintain reserves. 
Every dollar of such excess earnings is 
returned to the policyholders in the 
form of profits or is added to the sur- 
plus of the company which is held 
solely for their benefit. That part of 
such Surplus interest earnings which 
is included in the policyholders’ div- 
idends is in all respects identical with 
dividends paid to stockholders of stock 
Companies. Both represent profits; 
both snould be taxed. 

Every life insurance company in- 
come tax law since 1921 has been ar- 








sued and rationalized on the excess 
interest theory. None of these laws 
carried the theory to the full extent 
of its logical conclusion and made such 
excess interest the actual measure of 
the tax on a company by company 
basis. This was due to a composition 
of the interests of companies upon 
which such method would have had 
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further Highlights Of Lloyd Statement 
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a widely varying impact. Compromises 
were effected to maintain the soli- 
darity of the industry. Where there is 
a compromise, some must give and 
others must take. The Union Central 
has been on the giving side throughout 
all the years. However there comes a 
point at which the givers are simply 
given out. 

So far as the Union Central is con- 
cerned, the point was reached in the 
Mills law under which my company 
is paying on 1957 operations an ef- 
fective tax of 79% on its true earnings 
whereas some of its larger competitors 
are paying 25% or less. If the 1942 
law comes back into force, my com- 
pany will be taxed on more than 100% 
of its true corporate earnings. So will 
a great many other companies. If this 
should transpire, I shall seriously con- 
sider contesting the constitutionality 
of the 1942 law in the courts on the 
ground that an income tax cannot be 
based legally on a pooling of the op- 
erational results of our competitors, a 
point which would seem to have spe- 
cial appeal where the final effect is 
actual confiscation. 


Others Similarly Situated 


I am speaking as the president of 
one mutual life insurance company and 
I know there are many others sim- 
ilarly situated. The stock companies 
have their own problems, their own 
arguments, and their own spokesmen. 
I am in complete sympathy with them 
and I will support them whenever and 
however I can do so properly. 

Some are advocating that there 
should be one method of taxing mu- 
tuals and another of taxing stocks. 
As a mutual company man I cannot 
subscribe to this thinking. Our tra- 
ditional position on this question is 
that since more than 80% of life in- 
surance is in the mutuals, the stocks, 
which by number represent so many 
more and so many small companies, 
should for competitive purposes, be 
taxed on the same basis. Despite the 
record which shows large gains made 
by séme stock companies, I can find 
no valid reason to change from our 
historic position, particularly to shift 
to a basis under which dividends to 
policyholders paid by the giants of 
the industry will contain 52% federal 
tax dollars and 48% company dollars. 
Here is the explosive material from 
which monopoly can spring. I strongly 
advise my mutual brethren that, with 
a congressional investigating commit- 
tee looking down our throats, we avoid 
this pitfall. 


Fears Too Much Advantage 


I plead with them not to advocate 
a system of taxation which gives mu- 
tuals such a clear competitive advan- 
tage over stock companies. I can hear 
the cry of “monopoly” now as it will 
be raised throughout the land. It can- 
not be substantiated today. If the total 
income tax bill passes, I predict that 
a prima facie case can be made within 
a half decade. Why lay ourselves open 
to such a danger? 

My principal interest, however, is 
with the effect of the tax on the mu- 
tuals. My competition is not primarily 
with the stock companies but with 
other mutual companies. My problem 
is meeting their estimated dividend 
scales. To the extent that these are 
determined by mortality costs and ex- 
penses of operation, we ask no quar- 
ter. However a tax discrimination in 
the area of what we have always said 
was the true income of a mutual com- 


pany, to wit, the profits earned and 
distributed from the investment of pol- 
icyholders’ funds is a horse of an en- 
tirely different color. This is particu- 
larly true when the distribution of 
such investment profits, which are 
taxed on a discriminatory basis, ac- 
count for two-thirds of the dividends 
paid by some of our competitors. I 
feel fully justified in adhering to prin- 
ciples which heretofore we have all 
embraced when to desert them would 
be to the serious disadvantage of my 
company. 

I firmly believe that the only chance 
for the life insurance industry to avoid 
unconscionable taxes is for us to com- 
pose our differences and again present 
a solid front to the enemy. I do not 
think that this should require a sur- 
render by the small to the great, by 
the less opulent to the rich, nor by the 
many to the few. 

Receivership For Moore Insurer 

JEFFERSON CITY—Circuit Judge 
Blair has ordered Superintendent Leg- 
gett to take over Great Republic Life 
of Kansas City, the Vaughn Moore in- 
surer. Another Moore company, Se- 
curity National Life of St. Louis, went 
into receivership earlier this year. 
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Together, these two states represent one of the 
nation’s greatest industrial areas. Morever, min- 
ing and agriculture and the breeding of some of 
the world’s finest horses contribute to the fame of 

the Buckeye and Blue Grass states. Similarly, 
these seven general agents and their agency 
associates contribute largely to the total 

volume of the Equitable Life of Iowa. 
We commend their efforts. 
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Security-Connecticut Life 
Launches Family Policy 


Security-Connecticut Life formally 
launched its family life policy by is- 
suing the first one to E. Clayton Gen- 
gras, president of Security-Connecticut 
group. 

A feature of the new policy pro- 
vides a monthly income as well as the 
usual payment of the premium during 
total disability after a four month 
waiting period. The plan is available 
in multiples of $5,000 of whole life 
on the principal insured. Each basic 
$5,000 of whole life carries with it an 
additional $5,000 of decreasing term 
to age 65 on the insured and an addi- 
tional $5,000 if death is from acci- 
dental bodily injury. 

The plan also provides $1,500 term 
coverage on the wife if she is the same 
age as her husband and $1,000 on each 
child from six months to 25 years. 
Coverage on the children may be con- 
verted to as much as $5,000 of perma- 
nent life without a medical examina- 
tion at age 25. 

The monthly disability income in 
the basic package is $100, payable to 
age 65 for total disability commencing 
prior to age 60. If still totally disabled 
at age 65, the policy matures and the 
basie $5,000 is paid to the insured. 
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A SERIES 





Paul M. Scherer, CLU 
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“Orville G. Welsh 


Portsmouth 
Mansfield 





James J. Walsh 
Columbus 





KENTUCKY 








FOUNDED IN 1867 IN DES MOINES 


@eeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee eee 


PoC SSS SSS SEHTHESSHHSSHSSEHEE FS SHSSHSHEHEHEHEHEHSHSHEHSSEHSHEHEHSHHOHSHEHSEHHSHSHSEHOHSEHREHOHHHSHSHEEHEHREOHSHE HEHE OHHH EHH EEE EEE 





16 


HeNATIONAL UNDERWRITER 





Something NEW has been added 


to our 


PORTFOLIO of OPPORTUNITY 


This is the Symbol 


Fast-Growing Group 
of General Agents 


























PACIFIC NATIONAL LIFE — 





ASSURANCE COMPANY “ 
HOME OFFICE: . 
215 MARKET ST., SAN FRANCISCO a 


Direct and Brokerage Contracts Available. 
Write Kenneth W. Cring, Vice President _ 





are you 
ready 
to join 
them? 


of Success to a 


Old Republic 


Life Insurance Company 
307 North Michigan Avenue, Chicago 1, Illinois 








Write 
C. A. LEAF 


Vice-Pres. 


i eect 


’ 
Pick Illinois or one of 14 states west of the Missis- 
sippi River and you can mold a fine career for your- 
self with a rapidly expanding, 50 year old company. 
You'll agree that our merchandise is up-to-the- 
minute and our contracts are very attractive too. 
Grow with us! 


Midiand National 


LIFE INSURANCE COMPANY 


i 


4 Om € 
OFFICES 





| Watertown, South Dakota * 





William J. Lynch Jr. 


sistant since 1957. 
with Home Life at New York since 


Changes In The Field 


Home Life Of N. Y. 


Home Life has appointed the follow- 


ing managers: William J. Lynch Jr., 


Framingham, 
Mass.; Bernard 
Albert, Great 
Neck, N. Y.; Rob- 
ert D. Aufhammer, 
Los Angeles; Le- 
Roy L. Pitkin, Ni- 
agara_ Frontier, 
N. Y., and Donald 
A. Rowberry, San 
Jose, Cal. Mr. 
Lynch joined 
Home Life in 1951 
as management 
assistant at Bos- 
ton. He has been a 
field training as- 
Mr. Albert has been 





Bernard Albert LeRoy L. Pitkin 

1953. He was appointed assistant man- 
ager in 1956. Mr. Aufhammer has been 
in life sales for 10 years in the Los 
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dential 
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Angeles, as did Les Jonas in gy Guard 
Francisco. Raymond J. Mals was ap. ad 
pointed agency manager in Skokie, Tj, oat 

A new agency has been establishe; P. r 

in Kansas City with Robert G. Frye gomery, 


as manager. 


Provident Mutual Life 


Provident Mutual Life has appoint 
: Ralph W. Symox 
manager at Miami 
He has been g 
member of the 
management 
training group a 
the home office 
since joining Pro. 
vident Mutual jp 
March, and befor 
that was district 
agent and superyi- 
sor with other life 
companies. 


Ralph W. Symons 


Indianapolis Life 


Louis O. Carr has been promoted ty 
associate general agent at Lafayette 
Ind. He will work there with his fg. 
ther, Louis M. Carr, who has repre. 
sented the company there since 19927, 
The younger Mr. Carr has been with 
the company since 1952. 


Union Central Life 


Lawrence R. 
Agen has been 
named manager at 
Richmond. He has 
spent nine years in 





insurance before 
joining the com- 
pany, and was for- 
merly assistant 
economist for the 
U. S. bureau of la- 
bor statistics. 





L. R. Agen 


Great-West Life 


L. E. Brannen, former superintend- 
ent of agencies at the home office since 
1956, has been appointed manager at 
Seattle. He joined the company in 
Nova Scotia in 1946, was at Wolfville 
Angeles area. Mr. Pitkin joined Home and Halifax and was named manager 
Life at Buffalo in 1954. Mr. Rowberry, at Saskatoon in 1954. 
who entered the life field with Home 
Life at Los Angeles in 1955, became 
assistant manager in 1956. 





Robert D. Aufhammer Donald A. Rowberry 


Mutual Benefit Life 

Mutual Benefit 
Life has appointed 
Clifford B. Bert: 
ram as general 
agent at Seattle. 
He entered insur- 
ance with Great- 
West Life at Nana- 
imo, B. C., Can.,m 
1946. He has been 
supervisor at Win- 
nipeg and manager 
at Brandon, Mat. 
In 1953, he became 
manager at Seat 


Penn Mutual 


Henry M. Faser Jr., general agent 
of Penn Mutual at Boston, will retire 
on Aug. 31. He entered the life field 
in 1930 and four years later was ap- 
pointed general agent at New York. 


Pan-American Life 








Pan - American 






Life has appointed 
Robert M. Cook as 
general agent at 
Louisville. He has 
been with Pan- 
American at 
Louisville since 
1955. He is a grad- 
uate of the Purdue 
course. 





Robert M. Cook 





Continental Assurance 


Norman J. LeBeau has been ap- 
pointed assistant manager at Los An- 


geles. Formerly Pacific coast depart- 
will now develop 
brokerage business. Kenneth Murray Clarence B. Tegeder, who was ro 


ment cashier, he 


and Hugh Allen have joined the com- appointed manager of the D : 
pany as brokerage supervisors at Los trict office. Mr. Orfield joined Pru 


tle. He is vice 
president of Seat- 
tle Life Managers Assn. and is a CLU. 


Clifford B. Bertram 


North American Accident 


Three general agency appointments 
have been made: The A. H. Baker 00. 
and the William D. Bage agency # 
Washington, D. C.; and Robert M. Har- 
ris, assisted by Bernard Michaels, # 
Philadelphia. 


Prudential 


New district manager at Fargo, ND, 
is Harvey D. Orfield. He succ 


Duluth 


Albert 


manage 
ly form 
cranz, t 
appoint 
vy. 1 
Englanc 
isa CL 
gomery 
Powers 
and has 
Shrever 


Repub 


Char! 
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Lincol: 


John 
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Davic 
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dential in 1950 as an agent at Minne- 
apolis and since 1957 has been train- 
ing consultant in the Minneapolis re- 
gional home office. 






Guardian Life 


Guardian Life has appointed Albert 
p, Elebash as general agent at Mont- 
gomery, Ala., and Walter H. Powers as 


s in San 
| Was apf 
kokie, Ij 
Stablisheg 
et 


appointey 
- Symon 
at Miamj 
been 
Of the 
ement 
group at 
le Officg 
ing Pro. 
futual jp 
1d before 

district | 
supervi- |) manager at Oklahoma City. The new- 





Walter H. Powers 


Albert P. Elebash 


ee lit ly formed agency of Blond, Blumen- 

‘ cranz, Klepper & Wilkins has been 

appointed district agents at Flushing, 

N. Y. Mr. Elebash has been with New 

| England Mutual at Montgomery. He 

moted to § js a CLU and past president of Mont- 

afayette, | gomery Life Underwriters Assn. Mr. 

1 his fa- — Powers entered the life field in 1954 

iS repre- — and has been brokerage supervisor at 
ice 1927. F Shreveport, La. 


een with 


Republic National Life 


Charles M. Enabnit has been ap- 
pointed general agencies superintend- 
ent for the Pacific 
northwest with 
offices at Kirk- 
land, Wash. He has 
many years of 
agency recruiting 
and training ex- 
perience, having 
previously been a 
s uperintendent 
and assistant state 
manager else- 
where. 






Charles M. Enabnit 





Lincoln National Life 
John G. Thompson has been named 


spe general agent at Helena, Mont. He 
nager at joined the company in 1951, in the 
pany in Cosman agency at Billings. 

Wolfville David C. Andre is the new co-gen- 
managet eral agent with W. J. Mecke at San 





J. G. Thompson David C. Andre 


Diego. Mr. Andre entered the Mecke 
agency 12 years ago as agent. 

William D. Henry has been appoint- 
ed supervisor of the Fields agency of 
Lincoln National Life at Springfield, 
Ill. He began in insurance 11 years 
' ago in Jacksonville, Ill. 

Robert P. Trimble has been named 





ntments f SUPervisor of the Fishack-Ashby agen- 
aker Co. | °Y Of Denver. He has had 12 years in 
ency i Sales and managerial experience before 
M. Har- entering insurance in 1956 as an agent 
aels, at f 1 Denver. 

life Of North America 

7 Life of North America has appointed 
+o, ND, os oO. Richards as group manager 
le : yn Francisco. He entered the life 
tl leld in 1952 with Great-West Life at 
recen | Dallas and in 1956 i 
ith dis a l was appointed 
d Pri group supervisor at San Francisco. 





LIFE INSURANCE EDITION 


John Hancock 


John Hancock 
has appointed 
James B. Ames as 
general agent at 
Fresno. He has 
been unit supervi- 
sor and_ assistant 
manager at Los 
Angeles. 


James B. Ames 


Franklin Life 


Robert W. Ross has been appointed 
regional manager at Rutland, Vt., and 
will direct agency 
expansion in the 
southern part of 
the state. He be- 
gan in life insur- 
/ ance in 1941 with 
New York Life in 
; Vermont and from 
1948 to 1950 was 
assistant manager 
at Albany. He 
subsequently re- 
turned to Vermont 
and in 1957 paid 
for more than $1 
million to become 

Robert W. Ross the first New York 
Life agent in that state to reach this 
mark. 


General American 


Robert W. Fer- 
guson has been ap- 
pointed general 
agent at Tampa. 
He joined Phoenix 
Mutual in 1948 
and later was with 
Mutual of New 
York. 





R. W. Ferguson 


Occidental Of California 
Clifton L. Alexander has been ap- 


pointed general agent in Boulder, 
Colo., for Occidental Life of California. 
He has been with 
the agency, which 
was established by 
his father, the late 
Roy C. Alexander, 
in 1936, since 1951. 

Irving S. Bass 
has been named 
general agent in 
Bridgeport, Conn. 
He was with Home 
Life for _ several 
years, and recently 
has been with the 
Larrabee agency 
at Bridgeport. 

James L. Taylor has been named as- 
sistant manager at Jacksonville, Fla. 
He has been supervisor there for 
Provident Mutual. 

Warren Mason has been named as- 
sistant manager at Evanston, Ill. He 
has been agent there since 1957. 





Irving S. Bass 


Indianapolis Life 


Louis A. Nefstead has been appoint- 
ed general agent in Mankato, Minn. 
Before entering life insurance selling 
in 1952, he was executive secretary of 
Mankato Chamber of Commerce. 


Midland Mutual Life 


Robert E. Ham has been appointed 
general agent at Summit, N. J. Before 
joining Midland Mutual, he was agen- 
cy supervisor for Great-West Life. 


FIRST COLONY LIFE has ap- 
pointed Harry W. Harris as manager 
at Roanoke, Va. He has been district 
manager of Union Life of Va. at Ro- 
anoke and Danville. 

















The only way 
to grow is.. | 
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NEW general agency opportunities 


Top commissions e Vested Renewals 
Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


Write James W. Galloway, 
Assistant Vice President and 
Director of General Agencies 


There’s still time to qualify for the 
General Agency Sales Convention, Grand Hotel, 1959. 


REPUBLIC NATIONAL LIFE 


/nsurance Company 


3988 North Central Expressway - 


supplement 


Term 


Kifer 


FAMILY 
INSURANCE PLAN 





CLOT Son 


LIFE INSURANCE COMPANY 


Dallas, Texas 





Each year modern up-to- 
date insurance plans are 
presented to provide new and 
better sales tools for Jefferson 
. Standard agents. 


_— 


Represents The 
Jefferson Standard 


Vtandard 


Home Office: Greensboro, N.C. 
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COMPANY CHANGES 


American Life Of N. Y. 


John A. Palmer has been appointed 
superintendent of agencies of Ameri- 
can Life of New York, affiliate of 
American Surety. Most recently he 
was life superintendent of American 
Life at Detroit, and before that was 
with Lincoln National Life at Kalama- 
zoo for three years. Mr. Palmer has 
had approximately 20 years of branch 
office and agency experience with 
American Surety at Minneapolis, Phil- 
adelphia and Detroit, including serving 
as manager at Pittsburgh. 


John Hancock 


John Hancock has appointed Charles 
A. Ormsby as 2nd vice-president as- 
signed to the accounting and auditing 
staff to work on underwriting costs. 
He has been secretary of the rein- 
surance department of Connecticut 
General. 


Occidental Of California 


Harold Crandall, associate actuary, 
has been named administrative officer 
in charge of the actuarial department 
and Frank J. Onstine, associate act- 
uary, will be administrative officer of 
the pension and reinsurance depart- 
ments. Fred Britto, formerly adminis- 
trative assistant to the actuary, has 
been named manager of the actuarial 
department, and George Kaufmann 
has been promoted from _ associate 
manager to manager of the beneficiary 
settlements department. 

Mr. Crandall has been with Occiden- 
tal since 1949, and Mr. Onstine since 
1947. Mr. Britto joined Occidental in 
1952. He was formerly with China 
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Underwriters, Ltd. in Hong Kong for 
a number of years. Mr. Kaufmann has 
been with the company since 1946. 


Franklin Life 

W. I. Yaegers will join the company 
as director of pension sales. He has 
been general agent at Cincinnati for 





Ww. it. W..N. Tolleson Jr. 


Yaegers 


Ohio National since 1951, and began 
with Mutual of New York in 1932. 

William N. Tolleson Jr., vice-presi- 
dent and director of agency expansion 
for several western states, will trans- 
fer headquarters from Denver to Dal- 
las. He joined the company as agency 
director in 1957 and was elected vice- 
president in 1958. 


Maccabees 


‘George Shelley has been elected 
chairman. With the company 20 years, 
he was named vice-president in 1957 
and later became president. 

Stanley Andrews, president of An- 
drews Paper & Chemical Co., New 
York City, has been elected to the 
board. He has been active in Macca- 
bees since 1951. 


American Family Life 

W. R. Koch, life planning and co- 
ordinating director of American Fam- 
ily Life, has been elected a vice-presi- 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 


~ 


y, 








HOME OFFICE 
AGENCY SUPERVISOR 


Excellent opportunity offered to experienced Life 
and Accident and Health man. Attractive salary 
and expenses, group life and pension assures 
splendid future. 


Successful applicant's immediate responsibility 
will be primarily concerned with recruiting new 
egencies and working with present general 
agencies. 


Please write in confidence to: Douglas S. Felt, 
Agency Vice President, Empire State Mutual Life 
Insurance Company, 315 North Main Street, 
Jamestown, New York. 








Life Actuary 
Position Now Open—Associate Actuary, leading 
to position of Actuary next few years. 
Company—Middle Atlantic state, under new 
aggressive management, Expanding facilities, 
$2 billion in force. Liberal fringe benefits. 
Ideal working and living conditions. 
Qualifications—Fellow of Society of Actuaries or 
Associate continuing examinations. Age—Under 
45. Experience—Primarily ordinary. (Any group 
experience valuable). Personable individual 
having broad-gage attributes and executive 
potential as well as professional and technical 
qualifications. 
Salary—Up to $15,000—commensurate with age, 
experience, and qualifications. 
Address Box C-10, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY 


Challenging opportunity for man with ambi- 
tion and initiative to be in charge of Actu- 
aria! Department of old established mid- 
western life and accident company. Should 
have thorough knowledge of all operations 
pertaining to actuarial, statistical, account- 
ing and IBM procedures covering both life 
and accident, sickness and hospital insur- 
ance. Excellent starting salary with greater 
future potential. Submit complete résumé, 
recent photograph, age, experience and 
present salary. 

Apply in complete confidence to: Box C-18, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 








ACTUARIAL STUDENT 
Excelient opportunity for young capable Actu- 
arial Student in Ordinary Department in well 
established Southeastern Company. Three exam- 
inations. Salary open. Write in confidence to: 
Box C-i4, c/o The National Underwriter Co., 
175 W. Jackson Blyd., Chicago 4, III. 











ASSISTANT ACTUARY 

A rapidly — Company with $300,000,000 
Life Insurance in force has a splendid oppor- 
tunity for a young man who has completed all 
or four associateship examinations. Ideal work- 
ing conditions. Generous benefits. Write in con- 
fidence to Clayton L. Jackson, Vice President 
and Actuary, United Life and Accident Insur- 
ance Company, Concord, New Hampshire. 








ACTUARIAL OPPORTUNITY 


Associate or near, age under 35, minimum three 
years’ experience, for position as head of Actu- 
arial Department of Division office of large com- 
bination company. Southwestern location. Liberal 
employee benefit plan. Salary commensurate with 
background. Include qualifications, references. 
Reply Box C-13, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill, 








LIFE & A & H UNDERWRITER 
Progressive national organization located in 
Denver, Colorado needs college grad with 3 
to 5 years Life and A & H Underwriting expe- 
rience. Send résumé to: Box C-1I5, c/o The 
National Underwriter Co., 175 West Jackson 
Blvd., Chicago 4, Ill. 











dent and director, in the latter post to 
fill a vacancy created recently by the 
death of Bernard J. Gehrmann. Mr. 
Koch began with Farmers Mutual Auto 
in 1948, becoming manager of the life 
department in 1951, Farmers Mutual 
then being midwest general agent for 
Union Mutual Life. When American 
Family was created in 1957, he was 
named to the planning and coordina- 
ting post. 


Security Mutual Of New York 


The following appointments have 
been made: 

Richard S. Hodge, manager of the 
underwriting and issue division of the 
group department, has been named 
group secretary. 

Robert R. French, manager of the 
administrative division of the group 
department, has been appointed ad- 
ministrator of group sales and service. 

Five other changes have been made 
in the comptroller’s department: 

Edward M. Merrill Jr., purchasing 
agent, has been assigned to the agency 
department to assist in the develop- 
ment and administration of the fi- 
nancial operations of general agencies. 

Robert D. Lindsley, manager of the 
general accounts division, has been 
appointed manager of the insurance 
accounts division. 

Paul J. Ferencik, accountant in cost 
allocation, has been named manager 
of the general accounts division. 

George H. Meeker, manager of the 
planning division, becomes manager of 
home office services. 

Richard E. Gehr, formerly of the 
office service division, has been ap- 
pointed purchasing agent. 


Peoples Life Of Indiana 


Richard F. S. Hazlett has been ap- 
pointed actuary of Peoples Life of 
Indiana. Mr. Hazlett entered insurance 
in 1933 with the insurance department 
at Ottawa, Ont. Prior to joining Peo- 
ples, he was assistant actuary with 
Maritime Life Assurance, and from 
1947, he was associate actuary with 
Shenandoah Life. He is a fellow of 
Society of Actuaries. 


Mid-America 


Paul M. Klein, who operates the 
Paul M. Klein agency at Kansas City, 
has been named president of Mid- 
America, organized recently to oper- 
ate as a stipulated premium insurer 
writing all forms of life and A&S in- 
surance. Eugene A. Klemp, with the 
Klein agency for eight years, is sec- 
retary and will handle agency devel- 
opment. 


TIAA-CREF has appointed three 
new officers: Paul E. Bragdon and 
Thomas P. Birmingham, both assis- 
tant counsel; and George F. Keane, 
assistant advisory officer. 


HOSPITAL BENEFIT ASSUR- 
ANCE—Eugene F. Bussian has been 
appointed agency vice-president. He 
previously has been with Mutual 
Trust Life and Northwestern Mutual 
Life. 


FARM BUREAU INS. SERVICES 
of Des Moines—James W. Kemble has 
been promoted from associate actuary 
to life actuary. He has been with the 
organization since 1954. 


William H. Snead has been elected 
treasurer of UNITED FIDELITY 
LIFE. } 





UNUSUAL OPPORTUNITY 
FOR TOP EXECUTIVE 


A three-year old company with very substantial 
capital and surplus and competent home office 
staff needs a well rounded top executive for the 
top position in this company to direct further 
growth and development. Liberal salary plus 
stock options available to the right man. All 
replies strictly confidential. Our executives 
know of this ad. Reply Box C-I2, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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Estimate 625 To Be 
Named CLUs At 
NALU Convention 


American Society of CLU will] Con. 
fer the CLU designation on an eg, 
mated 625 candidates during the a, 
nual convention of National Assn. 
Life Underwriters at Dallas, Sept, » 
12. About one-fourth of those namg 
will be present to hear Dr. S. S. Hug, 
ner, president emeritus of America 
College, administer the profession; 
pledge. 

Dr. Willis M. Tate, president ¢ 
Southen Methodist University, wh, 
will speak on “Education for Tomo. 
row’s World,” will give the confermey 
address. 

At the conferment exercises, speci 
honors will be paid to the 1933 clas} 
of CLUs. Personal invitations have 2rOVal : 
been mailed to members by Dr. Hueb. a 
ner. , 

On Sept. 10, at a breakfast and a. Cleeton 
nual business meeting of the men.) "atum 
bership, announcement of the electio, would ' 
of officers and directors for the com. of any 
ing year will be made. The featy; i oni 
address of this session will be give or ve. 
by Dr. Huebner, speaking on “Wher age 
Are We Going CLU-Wise in the Nex} &! 
25 Years?” 

At the American College Hour, a fe:. 
ture of the first general session of th: 
NALU convention, Julian S. Myrick 
chairman of the college, will give; 
report to the national association. Vig 
Admiral John N. Sides, guided missile 
specialist for the joint chiefs of staf 
will speak on “A Military Postur 
for Insuring America.” 
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Insurers Take Special 
Note Of Lincoln Stamp 


The issuance Aug. 27 of a postage 
stamp commemorating the Lincol- 
Douglas debates has aroused some it- 
surance activity. Crum & Forster grow 
from whose western headquarters city 
of Freeport, Ill., the stamp will have 
its “first day sale,” is sending specid 
first day covers (imprinted envelope 
carrying the new stamp and a spetid 
cancellation) to its agents in the lj 
midwest states and to all the employs 
in the western department. The cover 
has a picture of Lincoln and Douglas 
during their famous Freeport debate 
of Aug. 27, 1858, and _ is_ inscribed 
“Crum & Forster Group.” 

Dr. R. Gerald McMurty, director o 
the Lincoln National Life Foundatio 
of Fort Wayne, observes that th 
stamp is believed to be the first ever 
issued in commemoration of a debate 
It is the first in a series of four stamp 
commemorating the sesquicentennia 
of the birth of Lincoln. The centenniil 
of the debate is to be celebrated from 
August through October, climaxed will 
a program on the campus of Kano 
College at Galesburg, III. Lincoln Nx 
tional Life Foundation has prepared 4 
special Lincoln-Douglas debate displa 
which will be exhibited at the Kad 
College celebration and in several citi 
throughout the country until the et 
of 1959. 









































St. Louis GAs To Elect Officers : 
St. Louis General Agents & Matt _— t 
gers Assn. will elect officers for teg/uly 15) 
current year at its annual meetilifdelivereg 
and play day, Sept. 4, at AlgondU§place, let 
country club. The nominating CUfof our | 
mittee’s recommendations for offi fhumber— 
are: Robert E. Davis, president; trustees— 
ory L. O’Shea, vice-president; Presence 
J. Simpson, secretary, and Clarel™ 
Sheata, secretary. 
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» Be 
At 
. motivated Messrs. Marsh and Hedges 
10N = fo resign. However, the record of the 
T Will gg board proceedings shows that Mr. 
mn an a Cleeton, the chairman of the old 
12 the st. puilding committee and always its 
1] Asm chief spokesman, said in substance 
s, Sept, »pthat unless the blanket authority 
ose nasil previously given his committee under 
5. S Huet, the board’s reso/utions of March 28, 
| Amel 1957 was continued in effect—except 
rofessiail for a reduction from $1 million to 
NF «750,000—his committee would be 
unwilling to serve further and that 
the board should get a new committee. 
In short, Mr. Cleeton made it abund- 
antly clear that his group would be 
mwilling to serve if either (1) its 
size were enlarged in any respect or 
(2) it were required to get the ap- 
proval of the executive committee of 
its contracts and commitments. I think 
it is no exaggeration to say that Mr. 
Cleeton in effect presented an ulti- 
matum that the building committee 
would have to continue operating free 
of any well-defined responsibility to 
the board or the executive committee 
“or else.” The board decided that, in 
the circumstances, the decision had to 
be “or else.” 
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Messrs. Marsh and Hedges appar- 
ently also drew some rather sinister 
conclusions from the fact that the 
nress release announcing appointees 
to the new building committee omitted 
tne names of the president and man- 
aging director as members of the 
committee. This, according to Messrs. 
Marsh and Hedges, is conclusive evi- 
dence that the real purpose of the 
board’s sepcial meeting on July 14 and 
15 was to get the old committee to 
resign. Actually, omission of the 
names of the president and managing 
director as members of the new 
building committee was an oversight 
pure and simple. This has been com- 
pletely corrected in the August issue 
of the association’s Wheelhorse News- 
letter and the September issue of Life 
Association News, both of which went 
to press and were printed quite some 
time before Messrs. Marsh and Hedges 
made their charges. 
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I also see Mr. Marsh quoted to this 
effect: That the fact that the proposed 
new site could be sold by NALU “only 
to another non-profit organization 
would mean little because Washington 
is full of such organizations and there 
would be a ready market for the 
building, should the NALU ever want 
to sell.” In point of fact, the third 
restrictive covenant in the proposed 
deed of exchange would have forbid- 
den us to sell, lease or otherwise 
dispose of the property to anyone— 
other than an affiliate of NALU, such 
°S LUTC, the MDRT, etce—without 
the prior approval of the General 
Services Administration, although it is 
tue that this particular restrictive 
Covenant would not have been binding 
on our initial mortgagee. “a 

I note further that Mr. Hedges is 
quoted as charging that “only seven 
Members of the board held what we 
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12 trustees is any more or any less 
important than the vote of any of the 
5 officers. 

At the close of the July 14 board 
meeting. it was decided that a further 
board meeting would be held the 
following day so that the board could 
advise the old building committee of 
the board’s actions. A few board 
members had not counted on the 
meeting lasting two days and had 
made commitments which it would 
have been inconvenient to change that 
late. Consequently, in announcing the 
July 15 board meeting, I made it 
clear that any members who felt that 
they could not conveniently stay over 
should feel free to leave. 

Even so, when I convened the board 
meeting on July 15, 13 members, 
including the 5 officers, were present. 
Thus, we had not only a legal quorum 
but also far more than a simple 
majority of the entire board. 

Incidentally, let me also add that 
the building committee’s resignation 
had already been delivered to the 
board by Mr. Cleeton on the preceding 
day. Indeed, it was dated July 14 and 
intended to be effective on the same 
date, although the board did not take 
any action with respect to the resigna- 
tion at that time. 

Actually, I am at a loss to under- 
stand what Mr. Hedges had in mind 
in describing the July 15 meeting as 
a “rump” session of the board, unless 
he meant to impugn the legality of 
the July 15 session. As I have indi- 
cated, the legality of the meeting was 
beyond question. Furthermore, per- 
haps I should remind Mr. Hedges that 
the board’s action of which the old 
building committee has complained so 
bitterly had already been taken on 
the previous day at a meeting which, 
I am sure, Mr. Hedges would certainly 
not describe as a “rump” meeting. 

It now rests with us to decide where 
we go from here. All of us seem to be 
of one mind—namely, that we get a 
new building in the Washington area 
at the earliest possible moment. There 
is absolutely no question that we will 
keep the promises made to our mem- 
bers over a period of several years. 
I hope we can now close ranks and 
go forward—devoting our time, talents, 
and efforts to advancing the causes 
of our membership, the insurance- 
buying public, and the institution of 
life insurance—and to the early com- 
pletion of an NALU headquarters 
building. 


State M _— Fire 
Insurer Affiliate 


(CONTINUED FROM PAGE 1) 
counsel of State Mutual, as directors 
of Worcester Mutual. The two insurers 
will remain separate corporate entities. 
Other details of the affiliation will be 
worked out and anounced later, the 
statement said. 

The anouncement has _ already 
created widespread interest in both 
the life and fire-casualty business. It 
is viewed as particularly significant 
as a means of obtaining the advantages 
of “one-stop” insurance service de- 
spite the fact that the insurers involved 
are mutuals and hence neither com- 
pany could own the other. Since State 
Mutual is licensed in New York, the 
affiliation arrangement also permits 
the company to offer one-stop service 
in spite of the New York law which 
forbids a company licensed in the 
state to own more than a trifling in- 


terest in a fire-casualty insurer. 

The companies’ announcement re- 
vived speculation about the use of 
this arrangement by other mutual life 
companies, some of which have viewed 
the purchase or formation of life in- 
surers by fire-casualty companies as 
a one-sided competitive advantage, 
since the New York law keeps New 
York licensed life companies, whether 
mutual or stock, from owning or even 
conrolling fire or casualty insurer. 
Many of the big mutual life companies 
looked into the possibility of getting 
into the fire-casualty business after 
fire and casualty insurers began jump- 
ing into the life business, but these 
life insurers had to shelve their plans 
after the New York department suc- 
ceeded in keeping Connecticut General 
Life from buying control of National 
Fire of Hartford on pain of losing its 
New York license. 
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Speakers Listed For 
Wis. A&H Sales Rally 


The program has been completed for 
the sales congress and annual conven- 
tion of Wisconsin Assn. of A&H 
Underwriters, Sept. 11-12, at Hotel 
Astor in Milwaukee. 

Speaking at Thursday’s meetings 
will be Rohert J. Morris, Monarch Life; 
Robert A. Judd, Phoenix Mutual Life, 
Madison, and William D. Cale, Wood- 
men A.&L., Indianapolis. 

Sessions on Friday will feature talks 
by Harold Peterson, superintendent of 
agencies American United Life, Eu- 
gene Boisaubin, superintendent of 
agencies General American Life, Gib- 
son Wright, international association 
zone chairman, Robert Osler, vice- 
president of Rough Notes Co., and Sig 
Stottrup, United Benefit Life, Decatur, 
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Again New York Life agents set a record 
with 417 seats at the Million Dollar Round Table! 


For the fourth consecutive year, New York Life 
leads all other companies in the number of agents 
receiving this high industry honor. 





It’s another banner year for New York Life with 417 of the iS 4 6005 OMMuNiry 
Company’s agents earning recognition at the 1958 Million j BAN 1G xno GE 
Dollar Round Table—and to each and every man who qual- | 
ified for this high honor go our heartiest congratulations. i 


i 
We’re proud of this record of continuous leadership. We —_— 
feel it offers convincing evidence of the sincerity and enthu- N Y Ak | afte 
siasm with which our agents serve their clients. We also Cw or e 
believe that it is a good indication of the growing popularity Insurance Comp any 


of New York Life’s modern policies and of the effectiveness 
of our Advanced Training Program. Most of all, it demon- 51 Madison Avenue, New York 10, N. Y. 
strates why we say ““The New York Life agent is not only a , 
good man to know—but also a good man to be!” 


A MUTUAL COMPANY FOUNDED IN 1845 





Life Insurance * Group Insurance « Annuities « Accident & Sickness Insurance e Pension Plans 
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